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Now an Even Greater 


ESSEX Super-Six 


Essex engineers have now created an even greater and 
finer Essex Super-Six. So startling are its advantages 
that at the height of the selling season, with the market 
stripped of Essex cars and thousands of unfilled orders 
on hand, production was interrupted to give buyers 
a greater and finer value. 


Dealers, with the preceding Essex, have enjoyed an 
unprecedented season of sales and profit, and the 
even greater supremacy of the New Essex insures the 
continuance of this sales leadership. 
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Sustained high speed 
All day long 


Of the famed strain of Ara- 
bian horses it was written: ‘he 
will run all day-—all day long 
his hardest, and reach his 
swiftest as the sun goes down.’’ 
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of all car manufacturers in the 
United States use PERFECT 
CIRCLE Oz/ - ‘Regulating rings 


The PERFECT CIRCLE combination of = aS OTiginal equipment. The remaining 48% are 


one Oil-Regulating and two Compression 
rings for each cylinder constitutes the 


intimin, - ie among s7x different makes. PERFECT 


pumping and blow-by, gives increased 


chap CIRCLES lead because they achieve a standard 


Oil-Regulating Type, 60cand up Of Oil-regulation far beyond that given by 
Compression Type, 30¢ and up 


For immediate service from your jobber, any other make of ring. 
specify only S. A. E. standard oversizes: 
005, .010, .015,.020, .030, .040 and .050. THE PERFECT CIRCLE COMPANY, HAGERSTOWN, INDIANA 






ECT CIRC! 


PISTON RINGS 
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— the auto- 
mobile salesman 
who hasn’t the All- 
Steel Body work- 
ing for him has it 
working against 


him 


























Philadelphia and Detroit 


& 
Originators of the All-Steel Full-V'iston Automobile Body 
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Service Station Stock 


‘No. 1. 


With atotal of nine complete drives 
and 235 parts including springs, 
bolts, screws, washers, service 
sleeves, etc., Service Station Stock 
No. 1, pictured above, enables the 
servicing of fully 75% of the cars 
in operation today. Service Station 
Stock No. 2 is even more compre- 
hensive. Fill out and mail coupon 
below for complete information. 


Eclipse Machine Company 
Elmira, New York. 


Department 6. 


We are interested in the new 
Eclipse Bendix Service Station 
Stocks. Please send complete in- 
formation, and names of nearest 
jobbers to 


Name 
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LCLAIPS & 


BENDIX DRIVE 
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The New Service Station Stocks 


Maximum Service ¢ Minimum Investment 


ITH the new Eclipse Bendix Service Station 

Stock, the garage or service station is in a posi- 
tion to give prompt, satisfactory and dependable 
service on the majority of cars in operation today. 
Every well-equipped garage should have one. 


These new stocks have been selected according to 
the volume of replacement business on the various 
items as shown by our experience records, assuring 
complete quick turnover. Practically every part can 
be used in the servicing of several different makes 
of cars, giving maximum usefulness with a mini- 
mum of investment. 


And most important, every part is a genuine part— 
built to the same high standard of quality, and to 
the same precision limits as the parts used in the 
original Eclipse Bendix Drive. Such dependable 
quality means satisfied customers. Ask your jobber 
about the new Eclipse Bendix Service Station Stocks. 


ECLIPSE MACHINE COMPANY 
ELMIRA, NEW YORK 


Eclipse Machine Co., Hoboken, N.J. + Eclipse Machine Co., Ltd., Walkerville, Ont. 
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It’s Astonishing— 


What Primax Ignition will do for performance. 


And equally astonishing is the amount of extra 
business you will do by selling this better ignition 
for every car that now has a spark coil. 


If Primax is not already handled in your terri- 
tory, write today for the sales plan. 


Mae 
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IGNITION 


THORDARSON FACTURING CO: 
TRANSFORMER MAKERS 


hicago, U.S.A. 




















MAIL THIS COUPON NOW/ 


THORDARSON ELECTRIC MFG. CO. 
500 W. Huron St., Chicago, IIl. 


Send complete sales information and net trade prices on 
Primax Ignition Transformers. 


SOSH S HHS HSH SHSHSHHSSHSHSCHCHSHSHSESHESSESHEHEHSHEHEHEHSHEHSHEHEHEHESEEESEEESSESSEHEOHESEEH EEE SEE EE EEHES OOH HH HO CEES SES 


















ee 














MOTOR AGE 








Car owners, farmers, mechanics, electricians 
and:others who buy tools have widely varying 
needs: but they agree in this respect: They 
like to get the exact type of tool they want 
with the least possible hesitation or un- 
certainty. 


The fifty-nine Crescent and Smith & Hemen- 
way Wrenches and Pliers on the WC1 Display 
Board (size 2444 x 48142) cover a range of uses 
that will fit most of their small-tool require- 
ments. Selection of the exact type and size 
of tool required is made easy and simple. 


The case is a valuable sales help—as many 
dealers have already discovered. It will be 
supplied to you through your jobber at the 
price of the tools only, with no charge for 
the case. 


CRESCENT TOOL COMPANY 
208 Harrison St. Jamestown, N. Y. 
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CRESCENT 


and Smith & Hemenway 


TOOLS 


“Made under the supervision of and guaranteed 
by- the originators of the Crescent Wrench 












In addition to the WCl 
Display Case, an attrac- 
tive sales help is the set 
of card-board cutouts for | 
window and counter dis- 
play. These little me- 
chanic figures, like the 
illustrations below, hold 
wrenches and pliers, and 
fit in easily with other 
display units. 
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“Vll make more 
profit this year” 


—H. C. GAARE 
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of 3521. Here, during 1926 the Gaare Motor 
Sales Company sold 104 new Studebakers. 
Up to May 13, 1927, 51 new Studebakers have been 
delivered—an increase of almost 100% over the same 
period last year! 
‘‘P’ll make more profit this year,’’ said H. C. 
Gaare, ‘‘because everybody who drives a Com- 
mander wants that automobile! 


‘‘My servicing expense on the new Custom models 
has been two-thirds less than on any car during my 
experience. 


‘Once I sold a cheap four-cylinder car—you 
couldn’t give me such a contract again. That 
factory shipped me two car-loads of new cars, then 
dropped the price $65—exactly my possible profit. 
Parts prices were changed twice in six months. My 
Studebaker contract protects me against such losses. 


‘‘] honestly believe the best franchise offered to- 
day is Studebaker—and ’27 will be Studebaker’s big- 
gest year.” 


The valuable Studebaker-Erskine franchise may 
be available in your territory. Write or wire to 
Department 51, The Studebaker Corporation of 
America, South Bend, Indiana. 


A RLINGTON HEIGHTS, IIl., has a population 
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STUDEBAKER 
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entirely new 
series of cars 





including 
New Body Designs New Riding Comfort 
Lower Body Lines New Larger Motor 


New Radiator Design Smaller Wheels 


Greater Smoothness New Interior Finishes 


New Alloy Steel Springs New Color Harmonies 


New Steering Ease and - 


New Lower Prices 
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New Departures Serve 
This Novel Delivery Car 


The strains of frequent stops and starts and 
the need of economical operation are success- 
fully met by the use of New Departure Ball 
Bearings to support all principal moving units. 


The five New Departures supporting the 
crankshaft, the clutch shaft and the combina- 
tion worm and transmission main shaft guar- 


The Pak-Age-Kar bet regan a pel Bs antee that the perfect alignment obtained by 

automotive construction for purposes of short haul, : x a . 
; . 5 - S y rs \ 

frequent stop delivery. It has no chassis nor the housing design is rigidly and permanent), 

axles. The engine, clutch, gearset and worm drive maintained in the principal shafts. 

are so compactly linked that they are rigidly housed =A ; <a 

in two castings firmly bolted together. In While unconventional in application, the de- 

emergency this entire unit can be replaced, on the sign employs approved principles of airplane, 

road, without.disturbing the load, in fifteen minutes, motorcycle and stationary gas engine practice, 


New Departure Ball Bearings are used throughout . : *.: 
sailed the wheels which ~8 vat Sine ieeranil inciuang cating Sam oe sare <ageene 
of New Departure Ball Bearings. 

The New Departure Engineering Reference Book, | 

which also contains hundreds of such interesting 

and practical ball bearing applications. The com- 


plete book and its monthly supplements are free 


to those qualified to profit by it. case 
THE NEW DEPARTURE MANUFACTURING COMPANY ee: ad 
Detroit BRISTOL, CONNECTICUT Chicago , = “4 


New Departure 
Quality 


Ball Bearings 
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HERE are franchises and fran- 
chises. Many aren’t much good 


—some are > very good—but only one is the out- 
standing best for profits. That’s Chrysler. 


The new 1927-28 Chry- 
sler dealer franchise is 
beyond doubt the most 
liberal and the most 

profitable ever offered. 
Alesatie it has attracted 
to Chevelle the leading 
merchandisers and the 
leading money-makers 
in the industry. 


That’s the kind of fran- 
chise you want, isn’t it? 
Well, you can get all of 
the details and facts on 
the big opportunities still 
available by communi- 
cating with your nearest 
Chrysler regional office. 


Four Great Cars in Four 
Great Markets 


Chrysler *50’’ —Coupe $750; Coach 
$780; Roadster (with rumble seat) $795; 
Sedan $830. 


Chrysler ‘*60’’—Touring Car $1075; 
Club Coupe $1125; Coach $1145; Roadster 
(with rumble seat) $1175; Coupe (with 
rumble seat) $1245; Sedan $1245. 


Chrysler ‘‘70”? — Royal Sedan $1595; 
Brougham $1525; Four-passenger Coupe 
$1595; Two-passenger Convertible Coupe 
(with rumble seat) $1745; Crown Sedan 
$1795; Two-passenger Coupe (with rumble 
seat) $1545; Two-passenger Roadster (with 
rumble seat) $1495; Sport Phaeton $1495. 


Chrysler **80’’ —Phaeton $2495; Road- 
ster $2595; Sport Phaeton $2895; Coupe 
(five-passenger) $3095; Sedan (standard 
five-passenger) $2675; Sedan (five-passen- 
ger) $3195; Sedan (seven-passenger) $3295; 
Landau Sedan (five-passenger) $3295; Cab- 
riolet (two-passenger with rumble seat) 
$3495; Sedan Limousine $3595. 


f. o. b. Detroit, subject to current 
Federal excise tax 


Chrysler Regional Sales Managers 


F. A. PETRIE GEO. E. CLARK 
Chrysler Sales Corporation Chrysler Sales Corporation 
2001 Fisk Building 341 Massac husetts Ave. 
New York City Detroit, Mich. 
S. I. KIRBY 


Chrysler Sales Corporation 
1342 Wrigley Building 
Chicago, Ill. 








lad . . 


I. E. HATFIELD 
Chrysler Sales Corporation 


606 Reliance Building 525 Walnut Street 
Kansas City, Mo. 


P. K. RUSSELL 
Chrysler Sales Corporation 


Cincinnati, O. 
C. S. BASH 


Chrysler Sales Corporation 


551 Flood Building 
San Francisco, Cal. 
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Sales Still Under 
Last Year Level 


__— -—— 


Current Decline Normal for 
Season With Inventories 
in Good Condition 


USED CAR STOCKS LOW 


NEW YORK, June 29—Automobile 
sales are considerably under the level 
of a year ago, but this situation has 
held true for several months, and the 
current rate of decline does not appear 
to be greater than the average for the 
season. Some companies are maintain- 
ing high output rates and there have 
even been periods when deliveries to 
customers were slow in several pop- 
ular lines. 

New car stocks do not appear to be 
excessive and the turnover in used cars 
has reached levels gratifying to the 
industry, although prices have been so 
low that the retail end of the business 
has suffered. 

June production will reach about 
275,000 passenger cars and 45,000 
trucks, or a total of around 320,000 
vehicles, against 422,149 in May, a 
drop of over 20 per cent but not sur- 
prising in view of the fact that Ford 
has been out of production in prepara- 
tion for new models. The half year’s 
output is thus about 2,090,000 cars and 
trucks, a drop of 14 per cent from the 
corresponding period of 1926, when 
' 2,445,780 vehicles were turned out. 

In view of the favorable condition of 
the sales market, it would not be sur- 
prising to the industry if the year as 
a whole makes a better comparison 
with 1926 than have the first six 
months, as Ford’s contribution will 
begin mounting later in the summer. 

Automotive exports from the United 
States show a much greater gain 
than do the exports for other com- 
modities, according to figures announced 
by the Department of Commerce. 


Romine Made Sales 


Manager of Hudson 
DETROIT, June 29—R. T. Romine 
has been appointed general sales man- 
ager of the Hudson Motor Car Co., 
according to an announcement by O. H. 
McCornack, vice-president in charge of 
sales, advertising and _ service. Mr. 
Romine has been with the Hudson or- 
ganization for several years and since 
last autumn has served as sales man- 
ager. He is now in charge of all 
domestic and export sales. 














Ain’t It the Truth! 


i parts man can sell 
parts, tires and equipment 
to all new car buyers, all friends 
of salesmen, mechanics or 
stenographers working for the 
company—and still show 25 
per cent profit on a 30 per cent 
discount from the factory. 


This is one of 66 qualifications 
of the perfect parts man, as 
enumerated by a parts man 
who admits he is not perfect. 


In next week’s issue of 
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Moon Line for 
1928 Announced 


ST. LOUIS, June 29—Announcement 
is made by the Moon Motor Car Co., 
of many changes in its line of sixes 
and eights for 1928. Most of the 
changes are confined to the bodies and 
fittings with special attention to attrac- 
tive finishes. 

Mechanically all models are very 
similar to what they were in 1927 
though many refinements have been 
added to improve their efficiency. Such 
things as crankcase ventilation, air 
cleaners and thermostats are now reg- 
ularly furnished. 

Twenty-six different body styles are 
offered on the three chassis models. 

Prices range from $995 to $2,295, 
which indicates how completely the 
market is covered by the new line. 





Doran Regional Manager 
DALLAS, TEXAS, June 28—Felix 


Doran, Jr., zone salesmanager for the 
Chevrolet Motor Co. at Dallas, has been 
named regional manager of the Middle 
West, it is announced by R. H. Grant, 
vice-president of the company. 








HELP Him WIN 


AVE you voted in the job- 

ber salesmen’s popularity 
contest? You will find a vote 
coupon elsewhere in this issue. 
Use it to help elect your favor- 
ite wholesale salesman to win 
one of twenty-seven cash 
prizes, which total $2,075.00. 























Drake Quits Post 
With Government 


Former Hupp Chairman Will 
Return to Automotive 
Interests in Fall 


HOOVER PAYS TRIBUTE 


WASHINGTON, June 29—tThe re- 
tirement of J. Walter Drake, since 1923 
assistant secretary of commerce, from 
government life to private business was 
announced here this week by the U. S. 
Department of Commerce. Mr. Drake’s 
retirement will take place probably 
some time in the early fall, after which 
he will again assume an active part in 
his various interests connected with the 
automotive industry. 

Up to the time Mr. Drake became 
assistant secretary of commerce he was 
chairman of the board of the Hupp 
Motor Car Corp., of which he was one 
of the organizers in 1908. He was and 
is also widely interested in an active 
way in several other motor enterprises 
and industrial activities. He is a direc- 
tor in more than a score of corporations 
and has for several years served as a 
director of the Chamber of Commerce 
of the United States and as a director 
of the National Automobile Chamber 
of Commerce. 

High tribute to the retiring secretary 
was paid by Secretary Hoover who 
characterized Mr. Drake “as a most 
able administrative officer with an un- 
usual combination of legal and eco- 
nomic experience of the utmost value 
in carrying on many of the more im- 
portant phases of the Department’s 
work.” Some idea of the firancial sac- 
rifice made by Mr. Drake, during his 
tenure in office is gotten from the fig- 
ures showing that in commercial life 
he was rated as one of the highest paid 
automotive executives, compared with 
the $7,500 salary he received as an of- 
ficial in the employ of the United States 
government. 








G.M. Acceptance Corp. 
to Increase Capital 


NEW YORK, June 28—General Mo- 
tors Acceptance Corp. has asked the 
New York Superintendent of Banks for 
authority to increase its capital from 
$25,000,000 to $35,000,000, this increase 
to be effected through the sale of 100.- 
000 shares of stock to General Motors 
Corp. at a premium price of $125 a 
share, which would net the finance com- 
pany $12,500,000. 







0 POD Pot 
o-—- «+ 








10 


Illinois Falls Into 


Line on Gas Tax 


Measure Previously Defeated 
By One Vote in Senate 
is Finally Passed 


SPRINGFIELD, ILL., June 25—TIlli- 
nois this week joined the gas-taxing 
states, the senate passing the two-cent 
tax measure, 30 to 19, after the bill 
had been previously defeated by a 25 
to 22 vote. 

The bill, which was introduced in the 
house by Representative A. Otis Arnold 
of Quincy, was adopted by that body 
82 to 57 after a bitter debate and its 
early defeat in the senate was the 
first time an administration measure 
had been rejected by the legislature. 
The tax is effective Aug. 1. The rev- 
enues derived from the tax, under the 
administration plan, will go toward 
completion of the state-wide paved 
highway program and its sponsors 
plead for support with the claim that 
adoption of the tax measure will bring 
completion of the highway system two 
decades earlier than the present status 
of the bond issue will permit. 

The state has voted _$160,000,000 
bonds for paving. 





Moon Report Shows 
Reduced Inventories 


NEW YORK, June 28—Moon Motor 
Car Co. and subsidiaries report for 
year ended December 31, 1926, net loss 
of $498,638 after interest, depreciation, 
inventory adjustments, etc., comparing 
with net income of $1,102,828 or $6.12 
a share on 180,000 shares of no par 
stock in 1925. This loss is more than 
accounted for by deductions of $624,- 
060, consisting of $79,480 reduction of 
inventories and $544,580 charges for 
liquidating selling companies. 

The consolidated balance sheet as of 
December 31, 1926, shows net current 
assets, including cash $113,856, total- 
ing $2,103,987, against net current lia- 
bilities of $1,384,128. 





Increase Bus Liability 


LINCOLN, NEB., June 27—Mini- 
mum liability insurance required of 
motor bus operators in this state re- 
mains unchanged at $5,000, while the 
maximum has been increased from 
$50,000 to $60,000. This ruling was 
made last week after the state railroad 
commission and bus operators had gone 
over the insurance phase of motor bus 
control in an all-day session. 


Brown With Colonial Auto Co. 


HARTFORD, CONN., June 25— 
Ralph Brown, formerly with Dennett & 
Popp, associate dealers in Chrysler, 
has severed his connection with the 
organization and joined the used car 
department of the Colonial Auto«Co., 
Studebaker distributor. 
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By SAM U. L. SPARKS 


ACTS is stranger than fiction and it’s the homely little facts that is most 
convincing. 

Whilst our Worthy Chief Executive is out there in the Black Hills economizing 
his time and money by every Friday catching his fish with worms in the stead of 
expensive flies, business is going on as usual here in Sparks Corners. 

And if you maybe had your doubts about them trout which the reporter said 
he had caught, your doubts was dissipated when you seen the picture of the fish. 
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That is about all you can dissipate nowadays. Doubts. And if you are in 
the automobile business you had ought to dissipate a lotta them. 

One homely little fact is worth a whole row of opinions. I claim to be the 
greatest bus salesman in Sparks Corners, and I claim the Halfpast Six, which 
it is the car I handle, is the greatest bus in the world. No doubt you have 
your doubts, but if you should honor our fair village with a visit, I would 
dissipate them. 

In the stead of telling you I am the greatest bus salesman in Sparks Corners, 
I would take you down and introduce you to Whimpers of Whimpers Garage, 
which he prides himself in thinking he is my biggest and only competition. A 
few minutes of conversation with Whimpers would put you in possession of 
the homely little fact that yours truly wouldn’t have to be no wizard to 
out-sell him. 


oS, ae ee: 


* * * * 


Nothing succeeds like success, and the way to win success is to take 

time by the oar-lock and row, row your boat, or paddle your own canoe, 

if you know what I mean. 

I am one of those guys which believes you can learn more by listening than 
you can by talking. 

One day I hear Whimpers filling up the editor of the Sparks Corners Weakly 
on what a fine hill-climber the Awful Six is. 

Some people have a keen sense of rumor, and if I hadn’t of been on my toes, 
no doubt the editor would of printed that rumor about the Awful Six in 
the Weakly. 











“Actions speak louder’n words,” think I, and so I invited the editor to take 
a ride with me. We have got some right smart hills hereabouts. I drove him 
over the smartest, and he printed a piece in next week’s paper about his ride 
in one of my Halfpast Sixes, and I accommodated him by giving him to publish 
with it a picture of the Halfpast coming up over the high-brow of a hill. 

A guy which is on his toes never gets run-down heels. 

If the story in the paper about them trout which the Chief Executive 
caught had said that he caught them with the famyous Getsem fly, you would 
of said, oh, yes, that’s a pretty good press agent’s yarn. 

As I told you before, it’s the homely little facts which is most convincing, 
like fishing with a fish-worm, or pitching hay with a pitch-fork, or climbing 
hills with a Halfpast Six. 

And then make a picture of it. 

What I mean, most usually when you are in the automobile business, you 
had ought to show ’em, in and additional to telling ’em. 





To Test Iowa Bus Law feature of the law, which the bus lines 





DES MOINES, IA., June 25—Iowa’s 
only bus regulatory law is scheduled 
to be tested in the Polk county dis- 


trict court within the next month. 


The litigation is based upon the tax 


claim is unconstitutional, as class legis- 
lation and discriminatory between bus 
lines and trucks operating between ter- 
minals and carrying passengers and 
baggage. 
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Does 95 MPH in 
Durability Test 
Standard LaSalle Roadster in 


Speed Run of 951 Miles 


Proves Stamina 





DETROIT, June 25—An unusual en- 
gineering high-speed test of durability 
was conducted with a standard LaSalle 
roadster at the General Motors Prov- 
ing Grounds, yesterday, when it was 
driven 951 miles in 9 hours 59 minutes 
and 39.4 seconds or an average speed 
of 95.3 miles an hour. Windshield. 
fenders and muffler were removed, com- 
pression was slightly increased and the 
car was equipped with a 3% to one 
gear ratio, and the camshaft slightly 
altered for high speed work. Other- 
wise the engine and chassis were stand- 
ard in every respect. Ethyl gasoline 
was used. 

The fastest lap was 98.8 miles an 
hour and the last lap was made in 98.3. 

The car, which has been used for en- 
gineering tests for several months, was 
# the one used as pacemaker at the start 
of the Indianapolis race. It was 
driven by Willard “Big Boy” Rader, 
pioneer race driver and for several 
years in charge of Cadillac’s experi- 
mental garage, and he was relieved at 
the flywheel for 117 miles by Gust Bell 
of the Cadillac engineering department. 

From an engineering standpoint it 
is interesting to note that the car made 
only nine pit stops totaling 7 min- 
utes 24.7 seconds. These were for tire 
changes, oil, gasoline and water only, 
the car requiring no mechanical atten- 
tion whatsoever. The fracture of a 
small copper oil suction line terminated 
the test at the end of the 252d lap. 

Another interesting fact is the con- 
sistent speed which the car maintained 
throughout the run. At the end of the 
first 100 miles, before any stops had 
been made, the average was 96.7 miles 
an hour; at 200, 95.6; at 300, 95.5; at 
400, 95.3; at 500, 95.0; at 600, 95.0; at 
700, 95.2; at 800, 95.0 and 900, 95.1. 





Newark, O., Dealers Meet 


COLUMBUS, O., June 27—An en- 
thusiastic and interesting meeting of 
the Newark, O., Automobile Dealers’ 
Association was held June 21 at the 
Hotel Warden, under the auspices of 
the Ohio Council, National Automobile 
Dealers’ Association. 

The meeting was arranged by G. H. 
Ford, acting manager of the Ohio Coun- 
cil and there were 25 of the leading 
dealers in attendance. The gathering 
was one of a series of dealers merchan- 
dising conferences being held in the 











The Alexander Motor Co., Dormont, Pittsburgh, dealer in Pontiac and Oakland, has 


introduced the broadcasting automobile. 


Chief Pontiac, himself, is shown at the 


microphone. Popular programs were given as the car traveled along the city streets 





Buckeye State at which Frank X. 
Schaut, legal advisor of the Ohio Coun- 
cil and legal counsel of the Cleveland 
Automotive Manufacturers’ and Deal- 
ers’ Association is the chief speaker. 

A later meeting will be held at 
Newark, when the matter of merchan- 
dising methods, sales and accounting 
will be taken up by experts from 
N. A. D. A. headquarters. 





Swedish Carburetor 
Will Burn Kerosene 


WASHINGTON, June 28—A new 
carburetor, making use of a system of 
plates in the intake manifold, in which 
kerosene and other fuels with higher 
specific gravities than gasoline can be 
used has been constructed by a Swedish 
firm at Malmo, Sweden, according to 
advices received by the Department of 
Commerce. Those interested in the in- 
vention may obtain additional data 
through the department. 

Improve the atomizing, the report 
says, adding that tests are reported to 
have been successfully made at a cost 
of 4.8 cents per six miles. 








To Take Jewell Belting Output 


HARTFORD, CONN., June 28—The 
Hartford Belting Co., organization of 
which was recently completed, is to 
handle the output of the Jewell Belt- 
ing Co. until such time as the latter 
organization has liquidated its  busi- 
ness. 

Charles L. Tolles, for many years 
with the Jewell company, is president 
of the new firm, James C. Gray, of 
Chicago is vice-president and Miss 
Florence E. Shaw is secretary. 





—— ) 


Elear Achieves Notable 


Results in Economy Run 


ELKHART, IND., June 27—With 
hood sealed a Shockless Chassis Elcar 
achieved notable results in a recent 
non-stop economy run from this city to 
Akron. The distance of 295 miles was 
made in five hours and 37 minutes, an 
average of 52.68 miles per hour. 

Fifteen-and-a-half miles to the gal- 
lon was the gasoline record. 





Winning Car Bosch-Equipped 


PHILADELPHIA, June 27—The 
Duesenberg, driven by George Souders, 
that won the Fourteenth Indianapolis 
Sweepstakes, was equipped with Robert 
Bosch ignition and not with that of 
another make as erroneously reported 
in a recent issue of Motor AGE. 

Eight of the other cars which fin- 
ished among the first 10 were also 
equipped with Robert Bosch magnetos. 


Overland Executives at Seattle 


SEATTLE, WASH., June 25—Orrin 
P. Kilbourn, assistant general sales 
manager of Willys-Overland, Inc., and 
W. E. Dunkin, Northwest supervisor, 
were guests during the week of August 
Johnson, president of the Transport 
Motor Company, state distributor for 
Willys-Knight and Whippet. 

Babst Visits Factory 

KANSAS CITY, June 27—G. M. 
Babst, sales promotion manager of the 
local branch of Willys-Overland, with 
J. L. Burrus and J. W. Benchfield, sales 
promotion representatives, has been in 
Toledo for a conference with factory 
officials. 
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Edsel Says “No” 
Rumor Says “Yes”’ 


Detroit Report Says New Type 
Resembles Both Ford and 
Lincoln Models 


NEW YORK, June 27—Edsel B. 
Ford, president of the Ford Motor Co., 
has issued the following statement: 

“T have just had brought to my at- 
tention a statement issued by a news 
bureau, purporting to give the details 
of design and equipment of the new 
model Ford automobiles. 

“Any statement of this sort at this 
time is unauthorized and apt to be mis- 
leading. No statement as to the details 
of the new cars have been made by the 
Ford Motor Co. and none can be made 
at this time. As a matter of actual 
fact, the specifications for the new 
models are not yet complete and it 
would be impossible for anyone even 
in the Ford organization to discuss 
them with accuracy and with au- 
thority.” 

Despite the foregoing statement, 
rumors relative to the new model Ford 
in its present stage of development 
still persists. The latest of these states 
that the radiator shell of the experi- 
mental car is similar to that used on 
the Lincoln, but that the tank at the 
top is wider and deeper; that the car is 
equipped with mechanical brakes and 
wire wheels and that a low clearance is 
provided by a pronounced drop in the 
front axle. 

The car is said to have the conven- 
tional gearset and according to one 
observer is “a cross between a Ford 
and a Lincoln.” 








Erskine Test Shows 
26.8 Miles to Gallon 


PASADENA, CAL., June 25—Local 
interest in the Erskine Six was stimu- 
lated by a gasoline test recently con- 
ducted by Keller Brothers. 

A gasoline tank holding 27 gallons, 
was placed in an Erskine Six Tourer 
and the car was operated until the last 
drop of gasoline was consumed. When 
the Erskine finally ran out of gasoline 
it had traveled a total of 723.6 miles, 
on 27 gallons, or an average of 26.8 
miles per gallon. | 


N. C. Railroads Will 


Compete With Buses 


RALEIGH, N. C., June 17—Indi- 
cations that the railroads of North 
Carolina are preparing to enter into 
open competition with the bus lines in 
the state is seen in the application of 
the Seaboard Air Line Railway before 
the state corporation commission for 
permission to operate a fleet of motor 
buses from its western terminus in the 
State at Rutherfordton, to Asheville, 
a distance of about 60 miles across<he 
mountains. 
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J est—A Bit Cynical 











By S. G. SWIFT 


apne to the last drop” would be a good slogan for that Jimmy Lind- 
bergh, or whatever his name was that recently flew to the North Pole. 
* * * % 
T=: tell me that a man out west has designed a pocket-sized spray painting 
outfit that will enable women to change their complexions to conform to 
the paint job of any car that they may fancy. I understand that the article, 
if manufactured, will be sold on time, but that as a C.O.D. inducement a kiss- 
proof lipstick will be given free with all cash sales. I should say that this 
is something that has long been needed. 
* *K * * 
W HEN we stop to realize that $1, if subjected to a one per cent gain per 
day, will amount to more than $11 at the end of a year, we see why it 
pays to stock advertised brands on which the public is already so!d, even though, 
on the face of it, the profit differential on inferior goods may appear to be 
larger. Turnover is a good thing, but it’s dangerous when carried to extremes. 
Purchasing in too small lots defeats turnover because it frequently means lost 
sales and lost profits. The fruit peddler with his $10 invested daily in a stock 
of bananas can’t accelerate his turnover too greatly, but you can. 
* * * * 
ED RIDING HOOD was the most gullible person of whom history makes 
any record, but she has her modern counterpart in the salesman who allows 
prospects to sell him the idea that the new car to be announced at some indefinite 
date by a prominent Detroit manufacturer of small cars, trucks, tractors and 
patrol boats will be worth more than the price charged for it. 


HEY tell me that a doctor for whom I occasionally stick out my tongue 
sold his stock in a spring manufacturing company when he heard of the 
Wright Brothers’ successful flight. Knowing something about anatomy, he 
figured there’d be no strain on the kidneys flying through the air, hence no 
sale for springs. He’s got a son in the automotive accessory business who’s 
so worked up because a few manufacturers are sending their cars through partly 
equipped that he’s built an addition to his store which will be known as 
“Ye Olde Hotte Dogge Shoppe.” He figures he’s just got to get a profit 
somewhere. 
* x ok * 
W ITH my natural allegiance to all things automotive and my 
optimistic penchant for finding the silver lining, | am reminded to 
remark that Mr. Byrd has made one record at least. He has undoubtedly 
achieved the distinction of being non-start champion, even though such a 
record may not require ability of any high order. With airplanes in their 
present stage of development I believe that those who have money in- 
vested in automobile stocks will do well to let it remain where it is. 
* * * * 
| a about time that someone dragged from its wrappings that old story 
about the unkempt foreigner coming into the showroom of the automobile 
company and buying a limousine. You all remember it, how the youthful 
salesman finally comes to the rescue of the man and courteously asks him 
what he wants. The foreigner can’t speak much English, but he reaches into 
the greasy pocket of his torn overalls and hands over a roll of bills, pointing 
to the shiny automobile in the window. I haven’t much patience with Horatio 
Alger, but the reason this incident gets into print is because it actually happens. 
I know that the day before Memorial Day a slightly damp subway laborer 
bought a limousine for cash, right out of the window of a Broadway showroom. 
With plumbers earning $14 a day and peanut venders buying apartment houses 
you never know who’s got the money. The wise merchandiser overlooks no bets. 





Walsh Takes New Job 
BOSTON, June 27—H. J. Walsh, who 
was recently appointed regional man- 
ager for the New England territory, by 
the Chevrolet Motor Car Co., has taken 
up his new duties. 


share (par $10) earned on outstanding 
117,600 shares of stock, compared with 
$382,870, or $3.06 a share, on 125,000 
shares outstanding in first five months 
of 1926. 





Air Line for Los Angeles 
LOS ANGELES, June 27—J. L. 








Borg & Beck Co. Reports Gain 
CHICAGO, ILL., June 29—Borg & 
Beck reports a May net income of 


$102,287 after taxes and charges, com- 
paring with $94,320 in April. Net in- 


come for first five months of 1927 
amounted to $420,839, equal to $3.58 a 





Maddux, Los Angeles Lincoln dealer, 
announces that plans are rapidly near- 
ing completion in this city for the estab- 
lishment of a _ $10,000,000 air line 
carrying passengers and freight, be- 
tween Los Angeles, San Francisco and 
other western points. 
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Higher Publicity 
Standard is Urged 


News Value Stressed by Barr 
in Talk to Advertising 
Men at Detroit 





DETROIT, June 25—Lockwood Barr, 
manager of the publicity department of 
General Motors Corporation, speaking 
at the National Automobile Chamber of 
Commerce Advertising Managers an- 
nual meeting Thursday advocated a 
strict scrutiny of publicity stories on 
the basis of news value. 

It was pointed out that business has 
become so large an interest in Amer- 
ican life that business news has a real 
interest to the reader. The hazard of 
publicity is that the man issuing the 
business news story may confuse it 
with a sales message about his product, 
said Mr. Barr, adding that people do 
not want to read selling talks in the 
news columns. 

George E. Piper of Household Life 
spoke of advertising repeatedly to the 
same audience, and H. H. Rice, chair- 
man of the taxation committee of the 
N. A.C. C. pointed out that advertising 
men can be helpful in matters of gen- 
eral policy such as_ reduction of 
discriminatory taxes. 

The Advertising Committee of the 
N. A. C. C. in charge of the meeting 
includes Edward S. Jordan, chairman; 
A. B. Batterson, of Buick; M. F. Rigby, 
of Studebaker; J. M. Howard, of Fed- 
eral; Frederick Dickinson, of Hupp; 
W. K. Towers, of Paige-Detroit; Wil- 
liam A. James, of Hudson, and John C. 
Long, secretary. 


New Tax Ruling Aids 
in Sale of Used Cars 


NEW YORK, June 27—An income 
tax ruling that may facilitate new 
automobile sales on a trade-in basis 
has just been announced by the Income 
Tax Department, according to M. L. 
Seidman, tax expert of Seidman & 
Seidman, certified public accountants. 
Under this ruling, Mr. Seidman ex- 
plained, no profit need be reported and 
no loss can be deducted when a car or 
truck used for business purposes is 
traded in for a new one. 








Page Heads Bliss Co. 


NEW YORK, June 27—Directors of 
the E. W. Bliss Co. today elected F. C. 
B. Page president to succeed the late 
James W. Lane. Mr. Page was for- 
merly first vice-president. Frederick 
D. MacKay was made vice-president, 
his former position having been second 
vice-president. 








USE THE COUPON 


HERE is a wholesale sales- 
men’s popularity prize con- 
test coupon in this issue. Clip 
it out, fill in the name of your 
favored jobber salesman, sign 
your name and mail the coupon 
to the Contest Editor of 
Motor World Wholesale, Chest- 
nut and 56th Streets, Philadel- 
phia. 
By doing so You will assist 
some good jobber salesman to 
win one of twenty-seven prizes 


— $2,075.00 in cash. 




















Nash Announces 
Three New Lines 


KENOSHA, WIS., June 29—Body 
and mechanical changes applying to the 
Advance, Special and Standard Six 
chassis, have been recently announced 
by the Nash Motors Co. Reductions 
as high as $195 are announced. 

All of the new models incorporate 
a radiator of new design, lower and 
more sweeping body line, new color 
combinations, smaller wheels, and chas- 
sis springs said to be made from a new 
alloy. 

The piston displacement of the Stand- 
ard Six engine has been increased as 
have the dimensions of the seven-bear- 
ing crankshaft used in this model. 
Other Standard Six changes include 
a rubber insulated engine mounting, a 
new four-blade fan, a heavier oil pump 
cover, refinement on the carburetor 
heat control valve and new body hard- 
ware, including remote control door 
locks. 

Electrical equipment on this model 
has been changed to include new type 
head and parking lamps, a stop switch 
of new design, a new light control on 
the steering wheel and a new instru- 
ment panel. 

Many refinements have also been 
made on the Advance and Special Sixes. 





New Columbus Garage 


to Cost $1,500,000 
COLUMBUS, O., June 27—A com- 
pany is being formed in this city to 
erect a $1,500,000 ramp garage and 
service station on South Front St., 
near the heart of the business section 
which will accommodate 850 automo- 
biles. Bowman Reinmund is backing 
the proposition and plans for the struc- 
ture are being prepared by local archi- 
tects. The garage will be 187 by 125 
feet in area and the front portion of 
the building will be 12 stories high. 





Car Makers Issue 
Financial Report 


Capital Stock Increase for 
Auburn Authorized by 
Stockholders 


NEW YORK, June 30—Several auto- 
motive manufacturers issued financial 
reports for various periods during the 
past week. 

A meeting of Auburn stockholders 
held in Chicago at the time the semi- 
annual report of the company was re- 
leased aproved an increase in the 
authorized capital stock from 120,000 
to 500,000 shares, and a change in the 
share value from $25 to no par. A 
directors’ meeting for an undisclosed 
purpose has been called for July 12. 

The Auburn Automobile Company’s 
report for the six months ended on 
May 31 last shows a net income of 
$865,869 after charges and taxes, equal 
to $9.39 a share earned on 92,171 out- 
standing shares of $25 par value, 
against $560,848, or $8.30 a share on 
67,572 shares in the six months ended 
on June 30, 1926. The balance sheet at 
May 31, 1927, shows total assets of 
$7,691,927, current assets of $6,369,952, 
current liabilities of $1,328,078, and a 
profit and loss surplus of $2,956,199. 

The stockholders of the Fisher Body 
Corporation of Ohio has recently ap- 
proved the recent offer made by the 
General Motors Corporation to ex- 
change their stock on the basis of 
one share of Fisher Body Ohio for 
2% shares of General Motors. As a 
result the Ohio company will formally 
pass into the possession of General 
Motors on July 1. 

The Paige-Detroit Motor Car Com- 
pany and subsidiaries report a net 
loss of $185,797, after interest, de- 
preciation and other charges in the 
first quarter of 1927, against a net in- 
come of $505,369 in the first quarter 
of 1926, which was equal after pre- 
ferred dividends to 69 cents a share 
earned on 676,674 shares of common 
stock. The consolidated statement at 
March 31, 1927, shows total assets of 
$14,901,392, current assets of $8,728,- 
075, and current liabilities of $4,807,- 
808. 

The Packard Motor Car Company 
reports a net profit of $9,023,325 for 
the nine months ended on May 31, 1927, 
after depreciation, Federal taxes and 
other charges. 








Organize Knox-Chevrolet 
VINCENNES, IND., June 28—Her- 
man and William Berns, Walter Barr, 
and Everett Ingleman have organized 
the Knox-Chevrolet Auto Co. with 
a capital stock of $20,000. 
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Herewith are pictured in the well-known “left to right” grouping, the members of the Automotive Service Association, 


“a little outing now and then is relished by the best of men.” 


The members assembled for the start in front of the 


where the big time was 





Cincinnati Leads 
in Golf Tourney 


COLUMBUS, O., June 27—Inter- 
est in the golf tournament among the 
teams representing automobile dealers 
in Cincinnati, Cleveland, Columbus, To- 
ledo, Canton and Akron is waxing hot. 
The tournament was started by the 
Ohio Council of the National Automo- 
bile Dealers Association about a month 
and a half ago and practically half of 
the schedule has been played. There 
has been one cancellation and one post- 
ponement, the latter because of a cloud- 
burst June 15. The tournament will 
be finished at the annual convention of 
the Ohio Council to be held in Cleveland 
early in October. 

Standing of the teams, computed on 
points on the first nine, the second nine 
and the individual performances is as 
follows; Cincinnati, 86 points; Cleve- 
land, 65 points; Toledo, 54 points; 
Columbus, 48 points; Akron, 24 points, 
and Canton 14 points. 

The postponed game between Colum- 
bus and Akron is to be played on neu- 
tral grounds at Mansfield, July 7. 





Ruthenburg Promoted by 


Yellow Coach Company 
MOLINE, ILL., June 27—Louis E. 
Ruthenburg, general manager of the 
Yellow Sleeve Valve Engine Works in 
East Moline, which is to be removed 
to the new Yellow Coach & Manufac- 
turing plant in Pontiac, Mich., has been 
appointed assistant to the president of 
the Yellow Coach Co., and will be in 
charge of the million-dollar plant Being 
erected at Pontiac. 


Announcement of his advancement 
was made this week at a farewell din- 
ner in Mr. Ruthenburg’s honor at the 
Short Hills Country Club at which the 
local employees of the Yellow Sleeve 
Valve paid fine tribute to the general 
manager. Mr. Ruthenburg during the 
dinner stated there was a possibility 
that the plant in East Moline may be 
converted into an assembly unit for 
one of the General Motors automobiles, 
probably the Chevrolet or Pontiac. 

The Yellow Sleeve Valve will con- 
tinue in operation here at least six 
months longer, it was stated, with Earl 
Taylor, now assistant to Mr. Ruthen- 
burg, in charge. 


$75 Advertisement 
Sells 40 Used Cars 


NEWARK, O., June 25—With a 
preliminary expense of $75 for adver- 
tising purposes, the Newark Buick Co., 
owned and managed by Jacob Spillman, 
succeeded last week in disposing of 40 
used cars by auction. The result of the 
sale was much better than anticipated 
and the company was left with but six 
used cars in its inventory. The cars, 
which were all makes and models, were 
sold at an average price of $300. 





Will Handle Pierce-Arrow 


LOS ANGELES, June 28—F. W. 
Butts and J. A. Andrews, under the 
firm name of Butts & Andrews, Inc., 
have been appointed Pierce-Arrow 
dealers in Hollywood. The appoint- 
ment is also announced of H. B. Sam- 
mis and §S. E. McBrien, forming the 
Sammis-McBrien Co. as Pierce-Arrow 
dealers in San Diego. 


Thermoid Company 


Insures Employees 


NEW YORK, June 29 — Ranking 
among the leading transactions of its 
kind completed this year in Trenton, 
N. J., a cooperative group insurance 
program providing more than $600,- 
000 of life insurance for employees has 
been adopted by the Thermoid Rubber 
Company and the Stokes Asbestos 
Company. Announcement was made 
by Robert J. Stokes, president of the 
associated companies. 

Each employee in the main classifi- 
cation receives $1,000 insurance. Sen- 
ior salesmen, foremen, members of the 
supervisory force and executives are 
insured in larger amounts. 

The plan, which became effective 
through a contract with the Metropol- 
itan Life Insurance Company, includes 
several interesting features in addition 
to the ‘actual protection established. 
The cooperative arrangement, under 
which the employer and employees 
share the cost, enabled the workers to 
obtain the insurance at a low rate, 
while the services of visiting nurses 
are placed at the disposal of insured 
employees suffering from sickness or 
injury. 





To Build Steel Warehouse 


JACKSONVILLE, FLA., June 25— 
Contract for the construction of a new 
warehouse and permanent home for the 
Southern branch of the Fisk Tire & 
Rubber Co. has been awarded. The 
plant will cost about $25,000 and will 
have about 10,000 square feet of stor- 
age space and rooms for offices. 
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the Boosters’ Club and the Automotive Accountants, all of Philadelphia, living up to their motto-for-a-day that 
Philadelphia Trade Association rooms and in a parade of 48 flag-decorated cars drove out to Turners’ Country Club 


held. 


I51 were present 





Two Million for 
Chevrolet Plant 


FLINT, June 1—With production 
running at the record clip of more 
than 5000 units daily and demand for 
the product constantly attaining new 
levels, the Chevrolet Motor Co. today 
announces a $2,000,000 development of 
its local properties to relieve conges- 
tion brought about by steady increases 
in production. 

This will include two buildings, a 
three-story office building and a new 
parts building. The new buildings will 
be completed Oct. 1, according to 
Charles F. Barth, vice-president in 
charge of manufacturing. 

On the completion of the new build- 
ings, the present office and parts build- 
ings will be razed and a modern fac- 
tory building erected in their place, 
Mr. Barth declared. 

The new parts building will be a 
three story structure, 530 by 122 ft., 
and of concrete construction. The new 
office building, of brick and concrete 
construction, will be 260 by 60 ft. 

Completion of the project will pro- 
vide additional manufacturing facili- 
ties to a plant that is already one of 
the finest in the automotive industry. 





Chain Company to Move 
Main Offices to Plant 


TONAWANDA, N. Y., June 25—The 
executive and general sales offices of 
the Columbus McKinnon Chain Co., 
now located in Columbus, O., will be 
removed to the company’s electric weld- 
ing plant in this city July 15. 


The Columbus factory will remain 
as a manufacturing unit as heretofore. 
The executive personnel of the com- 


pany remains unchanged. 
8 





Believes New Speed Laws 
May Increase Accidents 


BALTIMORE, June 25—E. Austin 
Baughman, state motor vehicle com- 
missioner, is much interested in the 
results of the new law passed by the 
General Assembly that increases the 
maximum speed limit in the open 
country from 35 to 40 miles per hour, 
in cities and towns from 15 to 30 miles 
and in outlying sections of cities and 
towns from 20 to 35 miles. 

Mr. Baughman is of the opinion that 
the speed may result in an increase in 
the number of accidents. As a result 
of the change, he is making a careful 
check-up and has announced that 
should the increased speed be found re- 
sponsible for a larger number of acci- 
dents, he would ask that the law be 
changed to its original form, when the 
General Assembly meets two years 
from now. 





Bus Line Moves Offices 


ROCKFORD, ILL., June 27—Head- 
quarters and central garages of the 
Royal Rapids Transportation company, 
a Madison, Wis., owned concern, have 
been moved to this city. The bus op- 
erating company controls lines in the 
Chicago, Beloit, Madison and Rockford 
territory and will probably build new 
garages here for its fleet. Archie 
Andrews, superintendent of operations, 
is in charge of establishing the new 
heaquarters here. 





Peerless Export 


Sales Increase 


CLEVELAND, June 28—The export 
end of the automobile business is rapid- 
ly assuming greater importance in the 
eyes of car manufacturers, according 
to Charles A. Tucker, general sales 
manager of the Peerless Motor Car 
Corp., who states that three times as 
many Peerless cars went to foreign 
countries during the first six months of 
1927 as were shipped abroad during the 
same period last year. 

This, he points out, is in part due to 
the introduction of Peerless cars into 
many countries where previously they 
had not been represented, and partly 
to the fact that the size and fuel econ- 
omy of the new Peerless Six-60 ap- 
peal strongly in many lands where the 
cost of gasoline is almost prohibitive 
for larger automobiles. 

Peerless is now distributed through- 
out Europe, the Orient, South Africa 
and most of the Central and South 
American countries. 





Canadian Manufacturer 
Gets Chevrolet Contract 


MONTREAL, CAN., June 25—The 
Canadian Car & Foundry Co., Ltd., this 
city, has obtained an important contract 
from the General Motors of Canada, 
Ltd., for the manufacture of automobile 
frames for the Chevrolet car. This is 
a new line for the company, but except 
for the purchase of one or two extra 
machines it will be able to manufacture 
the frames without adding to their 
present equipment. Production of the 
frames will start immediately. 
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Business Good is 


M.A.M.A. Report 


Original Equipment Sales 
Slightly Off With Parts 
Showing Fair Gain 





NEW YORK, June 29—A surpris- 
ingly high rate of business for parts 
and accessory makers in May is re- 
ported by members of the Motor and 
Accessory Manufacturers Association, 
and while some recession is evidently 
in progress this month it is by no 
means severe and there already are 
indications that another upturn will be 
recorded in July. 

Original equipment shipments in 
May were 184, a drop of only one point 
from the April figure and comparing 
with 145 in May, 1926, indicating a con- 
tinued good volume of car and truck 
manufacturing. These figures are the 
index numbers of the association, being 
based in all cases on January, 1925, 
shipments as 100. 

Replacement parts showed a gain in 
May, when a figure of 123 was reached 
against 117 in April. There was quite 
a drop, however, from the May, 1926, 
index of 177. 

In accessories a lower volume than 
last year’s is again shown. The situa- 
tion is generally credited to the more 
active distribution of accessories by 
car manufacturers but it also may be 
partly due to the heavy recession in 
Ford sales. The accessory index was 
131 in May against 156 in April and 
183 in May, 1926. 

Shop equipment shipments had a 
drop line with the seasonal trend but 
were again over the corresponding 
period a year ago. The May total was 
192 against 223 in April and 175 in 
May, 1926. 

The grand index of all shipments by 
members of the M. & A. M. A. was 
172 in May, a drop of only three points 
from April and comparing with 150 a 
year ago. 


P.A.A. Convention to 


be Held at Johnstown 
JOHNSTOWN, PA., June 29—The 
Pennsylvania Automotive Association 
will hold its eighth annual convention 
in this city Sept. 19 and 20 under the 
auspices of the Johnstown Automobile 
Dealers Association. The convention 
will be featured by a banquet and plans 
are being made for an outing. 








Increases Allotment 

SPOKANE, WASH., June 28—An in- 
crease of 50 per cent in allotment of 
cars for this year over last was se- 
cured by Merton Hatch, of the Hatch 
Motor Company, Chrysler distributor 
for Spokane and Inland Empire, at the 
annual distributors’ meeting held in 
Portland, recently. 

“We have added Garfield county to 
our territory, thus making a total of 
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We'll Ask ’Em and 


You Answer ’Em 


MAN may ask a question, so he may,” said Kedgwick, in Charles 
Dickens’ Martin Chuzzlewit, strongly implying that another man 


might not answer a question, so he mightn’t. Then again, it was either 
Whoozis or Whatsisname, in Dante’s Purgatorio, who said, “Perchance 
my too much questioning offends.” Wayne Hearne, known to automobile 
salesmen all over the country as the red-headed schoolmaster of the 
industry, could give expert testimony on both those quotations. Incident- 
ally, he could also pass with a perfect average in this and all the weekly 
quizzes in Motor Ace. How close can you come to 100, counting 10 for 
each correct answer? Look for the answers next week. 


a ao 8 _ Ww 


io 2) 


1. Supply the missing word in the slogan, “When better auto- 


OS REPENS SSS GE ERT will build them.” 


2. (a) What do the initials “N. A. D. A.” stand for? (b) Who 


is its president? (c) Who is its secretary and general man- 
ager? 

. How many four-cylinder cars are manufactured today in 

the United States? 

. Name the four-cylinder cars manufactured today in the 

United States. 

What is the approximate increase in pressure in the cyl- 

inder of an automobile engine at the time of explosion? 

. About how far should a spark jump in the open air to be 

satisfactory in the engine? 

. Approximately how many establishments are there in the 
United States where mechanical service is performed on 
cars and trucks in operation? 

. What percentage of the foregoing is represented by inde- 
pendent repair shops and garages rendering service? 


9. (a) How many passenger cars were produced in the United 


States and Canada during 1926? 
these were closed cars? 


(b) What percentage of 


10. What was the wholesale value of the passenger cars and 


a produced in the United States and Canada during 
26? 


* Answers to June 23 Questions* 


*“‘No other American car lasts as long as Reo, not one,”’ slogan of the 


The successive presidents of General Motors Corporation were: William 
Eaton (1908-1910); James Storrow (1910-1911); Thomas Neal (1911- 
1912); Charlies W. Nash (1912-1916); W. C. Durant (1916-1920); Pierre 

). 

Hardened steel would not be practical as a core for an ignition coil, 
because it retains its magnetism. Soft iron loses its magnetism 
readily. This characteristic is important in producing a spark, as 
the spark Jumps when the magnetic circuit is suddenly destroyed. 

To increase the output of a generator, the third brush is moved in the 





Of the more than 50,000 dealers handling passenger cars, 69% handle 
The fastest official time ever made by an automobile was 203.79 miles 


This world’s speed record for automobiles was established March 29, 
1927, at Daytona Beach, Florida, by Major H. O. D. Segrave, in the 


The automobile industry ranks first among United States manufac- 
Motor vehicle bodies and parts rank ninth among United States man- 


Approximately 8,566,450,000 gallons of gasoline were used in motor 





* These answers are not guaranteed, but they have been secured from 








1. 
. Reo Motor Car Company. 
. S. du Pont (1920-1923); Alfred P. Sloan, Jr. (1923- 
4. 
. direction in which the armature turns. 
. one car only. 
; an hour. 
A 
1000 hp. Sunbeam racing car. 
‘ tures, based on the wholesale value of the product. 
“ ufactures, based on the wholesale value of the product. 
vehicles during 1926. 
sources thought to be reliable. 

















25 counties in eastern Washington 
northern Idaho and western Montana, 
in which we have Chrysler dealers,” 
said Mr. Hatch. 





Decatur Garage Changes Hands 


DECATUR, ILL., June 28—R. C. 
Emerson of Jacksonville, has purchased 
from Carl Meacham, the Decatur Mo- 
tor Service garage at 341 East William 
St. and will add new departments. 





Peerless Appoints Distributor 
LOUISVILLE, June 29—The Peer- 
less Motor Corp. has appointed Com- 
munity Motors, Inc., 1617 West Broad- 
way, as distributor. 


School for Mechanics 

SPRINGFIELD, OHIO, June 29—A 
school for the training of automobile 
mechanics will be started in the fall 
by the Springfield Auto Dealers’ Asso- 
ciation, it was decided at a meeting 
recently held at the Arcade hotel. The 
Ohio State University will cooperate 
with the association. 


McCord Sells Holdings 

GREENVILLE, S. C., June 28—G. 
D. Alexander and B. Kilgore have pur- 
chased the third interest of H. O. Mc- 
Cord in the Superior Motor Co., one 
of Greenville’s leading automobile deal- 
erships, and are now the company’s 
sole owners. 
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GM Tech Plans 


Service School 


Year’s Intensive Training Will 
‘Take Student Into Factory 
and Class Room 


FLINT, June 27—The General Mo- 
tors Institute of Technology announces 
a new course in Buick Authorized 
Service conducted on the cooperative 
plan, by which the student, while tak- 
ing the training, will spend part time 
in the institute and part time in the 
shop in alternate four-week periods. 

This course, the outgrowth of the 
full time course of training in author- 
ized Buick service that has been carried 
on so successfully for the past four 
years at Flint, extends over a period of 
one year; six months at the Institute 
and six months in the Buick factories. 
At the Institute intensive training will 
be given on all phases of Buick Serv- 
ice, particular attention being paid to 
the mechanical and electrical construc- 
tion. 

Among the subjects covered in the 
course are: Elementary practical me- 
chanics, construction of the Buick au- 
tomobile, elementary electricity, blue- 
print reading and shop drawing, shop 
practice for garage mechanics, auto- 
motive electricity, including ignition, 
battery service, Delco-Remy electrical 
systems, automotive electrical testing 
and trouble diagnosis, closed body serv- 
ice, accessory service, the Buick flat 
rate system, acetylene welding and 
forge work, Buick service tools and 
statian equipment, etc. 

The class.and laboratory work will 
be followed by two months actual ex- 
perience in the Buick Authorized Serv- 
ice Station during which time instruc- 
tion will be give-in the principles of 
personal efficiency and salesmanship, 
accompanied by special lectures on the 
policies governing service, sales and 
management, given by men prominent 
in this field. 





New Valve Line 

TOLEDO, June 29—Toledo Steel 
Products Co. has brought out a new 
line of one-piece all-steel valves for 
passenger cars, supplementing the 
cast-head line which has become well 
established in the trade. Only the most 
popular numbers will be produced in 
the all-steel line for the present, the 
others being added as the demand in- 
creases. 





Opens Branch Store 

SAN ANTONIO, June 27—J. R. 
Straus, manager of the automotive di- 
vision of the Straus-Frank Company, 
has returned from Chicago and other 
eastern cities, where he made arrange- 
ments for merchandise and fixtures for 
the company’s new branch to be opened 
in Houston at Milam Street and Oilk 









The appointment of the Henry-Gaston Motor Co., San Antonio, as Oldsmobile 
distributor is announced by D. S. Eddins, vice-president and general sales manager 


of Olds Motor Works. 


The newly organized cempany is headed by Pat Henry 


(center), for 40 years prominent in Dallas business circles; George Gaston (left) 


is vice-president, and A. C. Burke (right) is general sales manager. 


Both Mr. 


Gaston and Mr. Burke have had extensive automotive experience in the Southwest 





Avenue, in the heart of the automobile 
district. CC. V. Brewer, for the past 
five years replacement parts man for 
the parent company, will be manager. 





Excise Tax Total Lower 


WASHINGTON, June 28—As a re- 
sult of the elimination of the tax on 
trucks the three per cent excise tax col- 
lected from the sale of passenger cars 
and motorcycles, sold during May 
netted the federal government $5,435,- 
103.21, compared with $9,661,526.58 
collected from the industry in May, 
1926. 

Figures just compiled by the Inter- 
nal Revenue Bureau show that the col- 
lection for the first 11 months of this 
fiscal year total $58,796,670.60 com- 
pared with $107,860,605.80 collected 
in the first 11 months of the fiscal year 
of 1926. Of the total excise tax col- 
lected in May of this year approxi- 
mately six per cent was collected from 
the automotive industry, the total col- 
lection for May being $98,044,773. 





New Jersey Sales Off 


NEW YORK, June 27—New passen- 
ger car sales in the State of New Jer- 
sey last month totaled 11,002 compar- 
ing with 12,299 in April and 12,955 in 
May, 1926, according to Sherlock & Ar- 
nold’s figures. The same report shows 
that new commercia! vehicle sales in 
New Jersey in May were 1559 against 
2141 in May, 1926. Proportionately the 
largest loss was suffered in the heavy 
duty field. 





Refuses Renewal of Sign Permit 


BOSTON, June 21—The State Board 
of Public Works, that has jurisdiction 
over signs, has refused to renew the 
permit for the big electrical display 
which has been attracting much at- 
tention here telling the merits of the 
Chevrolet. It has been erected on top of 
the building at 6 Beacon Stret, and 
several petitions to have it removed 
were signed by organizations and indi- 
viduals. 


General Tire and Rubber 


Co. to Add to Factory 
AKRON, June 29—Two more wings 
will be added to the factory of the 
General Tire & Rubber Co. at once, 
according to an announcement today. 
Both buildings will be three stories 
high and will be by far the largest 
addition ever made to the factory at 
one time. The wings will provide over 
100,000 feet of extra floor space and 
will permit the manufacture of 3000 
more tires daily, besides taking care 
of other factory needs and readjust- 
ments. 

“This is by far the greatest sales 
year we have ever had,” says President 
Wm. O’Neil, in dicussing the present 
enlargement of the factory. “When we 
added three substantial wings about 
two years ago we thought we were tak- 
ing care of future requirements for a 
long time. But with the growth of 
the business we find ourselves as 
cramped for room as ever. So the 
wings for which plans are completed 
are imperative now, and others will 
probably come a little later.” 





Form Tire Association 

WASHINGTON, June 27—A syndi- 
cate or association of the automobile 
tire repairing concerns in Switzerland 
has just been organized, according to 
report made by the American consul 
at Zurich to the U. S. Department of 
Commerce. It is estimated that 40,000 
to 50,000 used tires are prematurely 
discarded annually in Switzerland, of 
which approximately 33 per cent can be 
repaired and made fit for use again. 





Cramer Northwest Manager 

SEATTLE, June 25—T. W. Cramer 
has been appointed Northwest district 
manager of the General Tire & Rubber 
Co. with headquarters in Seattle. Mr. 
Cramer comes from Dallas, Texas, 
where he served as district manager 
for General throughout the South. His 
territory now includes the entire Pa- 
cific Northwest. 
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Open Road Record 
Made by Marmon 


GRAND RAPIDS, June 29—Break- 
ing the former record by one hour and 
twenty minutes, a standard stock Mar- 
mon Eight speedster, driven by Lex 
Kennerly of the Marmon Detroit Co., 
established a new record on the open 
road between Detroit and this city, 
when it covered the distance of 146 
miles in exactly 146 minutes. 

The start of the run was made in 
the center of Detroit and twenty miles 
of the run was made through traffic. 
The route followed carried the car 
through fourteen different cities and 
towns including Lansing, which has 
a population of 100,000. . 


W. S. Isherwood Visits 


Western Sales Offices 
DETROIT, June 27—W. S. Isher- 
wood, sales manager of the AC Spark 
Plug Co., who is in Portland attending 
the Automotive Equipment Associa- 
tion’s annual meeting, will visit the 
new district sales offices recently es- 
tablished at San Francisco and Kan- 
sas City, besides calling on the dis- 
tributing trade in that section. 


Attend Oakland Meeting 

SEATTLE, WASH., June 27—Headed 
by W. M. Warren, district manager, all 
factory representatives of the Oakland 
Motor Car Co. in Pacific Northwest 
territory made up a party in attendance 
at the annual meeting of the company 
in Detroit and Pontiac, Mich. 

The delegation included R. Knox 
Roberts, Portland and Seattle dealer; 
E. C. Whittall, general representative; 
J. W. Perkins, Spokane, Wash., repre- 
sentative; F. J. McConnell, Pendleton, 
Ore., representative; H. W. Weller, 
Roseburg, Oregon representative; W. 
G. Carr, Portland, Ore., representative; 
H. N. Hastings, Olympia, Wash., repre- 
sentative; C. P. Leicht, Wenatchee, 
Wash., representative; C. L. Pugh, 
Seattle representative. 











Indiana Sales Gain 
MARION, IND., June 29—Indiana 


Truck Corp. reports an increase of 44 
per cent in shipments for May as com- 
pared with shipments in the same 
month last year. The high May total 
followed heavy business in April which 
showed an increase of 78 per cent over 
April, 1926. 


Allots New Dealerships 
HARTFORD, CONN., June 25—F. 
W. Williams, Inc., state distributor of 
Star cars, has appointed the Y. D. 
Garage at 105 Windsor Ave., and Ben- 
ny’s Motor Sales, 187 Park St., asso- 

ciate dealers in this territory. 








To Manage Hartford Store 
HARTFORD, CONN., June 29—J. R. 
O’Brien has taken over the manage- 
ment of the General Tire Service Co., 
Chapel and Ann Streets, succeeding J. 


aa 


was taken from a height of 7000 feet. 





This airplane view of the 800-acre Studebaker Proving Ground at South Bend 
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It shows the three-mile speed oval, the 


various test roads and the densely wooded hill in the center 





A. Shea, who plans to open a tire store 
on Chapel Street shortly with the Con- 
verse line. O’Brien was with the Gen- 
eral factory for eight years, his most 
recent connection being with the com- 
pany in Philadelphia. 





South American Post 
for H. H. Tewksbury 


WASHINGTON, June 25—Howard 
H. Tewksbury, manager of the Detroit 
office of the U. S. Department of Com- 
merce and formerly in the export 
department of General Motors Corp., 
has been appointed automotive trade 
commissioner for South America, it 
was announced here this week by the 
Bureau of Foreign and Domestic Com- 
merce. Mr. Tewksbury has been with 
the Department for six years. 

The appointment of a special auto- 
motive trade commissioner to South 
America was made by the department, 
it is announced, because of the grow- 
ing importance of that continent as a 
foreign automotive field. 





Talks to Rotarians 
SPRINGFIELD, O., June 27—Rotar- 


ians were given an insight into the 
rubber business at their Monday’s 
meeting by H. C. McDermontt, Colum- 
bus branch manager of the Firestone 
Tire & Rubber Co., Akron. He gave 
an illustrated lecture tracing the 
growth of the rubber up to the finished 
product. The lecture was obtained 
under the auspices of H. G. Root of 
The H. G. Root Co., local dealers and 
accessories, Washington Place. 





Increases Capital Stock 
FLORENCE, S. C., June 25—The 
McClam-Price Chevrolet Company, has 
just been authorized to increase its 
capital stock from $5,000 to $10,000. 


Tire Dealers Meet 


Lawson ed Address 
Newly Formed Assn. 


--—_—___-_-_— 


SAN ANTONIO, TEX., June 28— 
Nearly 100 tire dealers were present 
at the first lunch of the recently organ- 
ized San Antonio Tire Dealers Asso- 
ciation at the Menger Hotel. The pro- 
gram was somewhat enlivened by the 
presentation of a skit entitled “The 
Tire Dealer Makes a Sale,” which was 
a take-off on present-day methods of 
selling tires, and which brought forci- 
bly home to those present_the need for 
a change in present-day tire merchan- 
dising methods. 

John Lawson, secretary and busi- 
ness manager of the San Antonio Tire 
Dealers Association, explained briefly 
how and why the association was. 
formed. Service charges and various 
other conditions are taking up the at- 
tention of the association at present, 
he said, with the principal object in 
view of correcting many of the exist- 
ing evils in the merchandising of tires. 

H. C. Lee, district manager for the 
National Tire Dealers Association, who 
is making San Antonio his headquart- 
ers, told what the national and state 
and local organizations are doing to- 
ward bringing more stability into the 
merchandising of tires. 





Muscovitz With Pelton Co. 


LOS ANGELES, June 29—George L. 
Muscovitz, former sales manager of 
the Lynn C. Buxton Co., until recently 
Stutz distributor in this territory, has 
joined the staff of The Pelton Motor 
Co., Southern California Marmon dis- 
tributor, as manager of retail sales. 
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Atlanta Dealers to 
Try Used Car Plan 


ATLANTA, June 25—Adverse bus- 
iness conditions, following the low price 
of cotton, are held to be responsible 
for the unusually large number of re- 
possessions in this city during the past 
few months, which have resulted in 
an exceptionally large stock of used 
cars in the hands of local dealers. 

At a recent meeting of the Atlanta 
Automobile Sales Managers Associa- 
tion, various used car plans were dis- 
cussed, and it is probable that the 
Windsor plan, or another of somewhat 
similar nature, will be adopted as a 
means of moving surplus stocks. 

Officers of the Atlanta Association. 
which includes in its membership nearly 
all of the sales managers for the var- 
ious motor car and dealer and distrib- 
utor firms in the city, are: Clarence 
Knowles, president; Elie McCord, vice- 
president; T. P. Hicks, secretary and 
treasurer, and C. V. Hohenstein, exec- 
utive secretary. 


Henderson Sales Mgr. 


for Fisher Body Corp. 


DETROIT, June 29—H. J. C. Hen- 
derson has been appointed manager of 
sales and advertising of the Fisher 
Body Corporation, according to an an- 
nouncement by W. A. Fisher, president. 

Mr. Henderson is the first man in 
the Fisher organization to hold such 








Stock Cars Will 
Race at Hartford 


HARTFORD, CONN., June 
29—A movement is on foot to 
stage a stock car race on the 
afternoon of July 4 as one of 
the events in a race meet to be 
held at Charter Oak Park. A 
number of local dealers have 
entered cars. Rivalry as to 
speed is keen and there have 
been numerous brushes on the 
outside stretches. It is many 
years since stock cars  per- 
formed at the historic one 
mile track which is of dirt 
with an unbanked turn at each 
end and two long straighta- 
ways. 




















a position, and, according to Mr. Fisher, 
the office was created, not to procure 
new customers, but to promote more 
intensive cooperation in the sale and 
advertising activities of its present 
clientele. 





Armacost Takes 10-Year Lease 


INDIANAPOLIS, IND., June 28— 
A 10-year lease has been taken by the 
Armacost Auto Co., located at 602 
North Capitol Ave., upon the building 
at 440 North Capitol Ave. 





Chrysler Breaks 
Stock Car Record 


ATLANTIC CITY, June 27—A rec- 
ord for American stock cars of the 300 
cu. in. piston displacement class was 
set up by a Chrysler Imperial 80 sport 
roadster driven by Ralph DePalma 
when it traveled 89.091 miles in one 
hour on the speedway here. The test 
was made under supervision of the 
American Automobile Association. The 
only special preparation for the trial 
was the removal of fenders, running 
boards and windshield. The distance 
is within seven-tenths of a mile of the 
free-for-all stock car record. 





Morris With-Autocar 


NEW YORK, June 25—J. A. Morris 
for many years with the International 
Motor Co. has joined the Autocar 
factory organization as assistant sales 
manager. 

He will be a traveling executive in 
charge of dealer and dealer sales. 





Buys Consumers Oil Co. 


SPRINGFIELD, O., June 27—The 
Louisiana Oil Co., which purchased 
the business of the Consumers Oil Co., 
has leased the corner space at Fountain 
square and Washington St. in the cen- 
ter of the city for a filling station. R. 
C. France is manager of the company. 








q 


as he 1s. 








| John Cleary says— 


, q A happy smile 1s a good asset in business, but don’t over- 
| work it in your service station. 


When an owner comes in to register a kick, he 1s intensely 
serious, and it 1s good business for you to be just as serious 


Remember that an owner will get infinitely more pleasure 
froma satisfactory job turned out by a frozen-faced shopman 
who knows his trade, than he will from the broadest of per- 
petually broad grins on the face of a sledge-hammer flop 
who has just butchered his car. 


A Chesire grin will never serve as a substitute for compe- 
tent work. 
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Rumo 
Slump in Rubber 





rs Cause of 


Low Price of 35 Cents Follows 
Report of Liquidation of 
American Pool 





NEW YORK, June 28—Further 
weakness in the rubber market this 
week brought prices on the Rubber Ex- 
change for the nearby positions under 
35 cents. The market, however, did 
not show a tendency to precipitate de- 
cline, such as was evidenced last week, 
and there were several periods of com- 
parative strength in the Exchange. 

Some confidence was given to holders 
of rubber by the announcement that 
the American pool of rubber producers 
and car manufacturers had been ex- 
tended for eight months from August 
first next, when it would have automat- 
ically expired. Rumors that the pool 
‘was liquidating had been one of the 
causes for the heavy selling. 

Considerable interest also was shown 
in the statement by the British Colonial 
Secretary that “the government is not 
contemplating the abolition of restric- 
tions.” The statement, however, was 
subjected to sharp analysis by F. R. 
Henderson, president of the Rubber 
Exchange, who said: 

“Abolition of restrictions is out of 
the question at the moment, and it is 
significant that no reference was made 
to the possibility of modification. We 
anticipate modification, if not before, 
surely on Nov. 1. This will probably 
mean a lowering of the pivotal price. 
but the higher prices for rubber in the 
last two years have stimulated produc- 
tion in areas other than those affected 
by the restriction law.” 


Willys Adds 20 Dealers 
TOLEDO, June 29—New dealers re- 
cently added to the Willys-Overland 

sales organization are as follows: 

 B. C. Bassett, Harwich, Mass.; East Bos- 
ton Whippet Co., East Boston, Mass.; 
Chas. P. Fleming, Milford, Mass.; Chas. L. 





Harrington, Idaho Springs, Colo.; George 
Schweiger, Castle Rock, Colo.; D. T. 
Packer, Saginaw, Mich.; O. W. Burton, 


Fredonia, Kan.; The Whippet Knight Co., 
Westville, Okla.; Mancine Motor Co., 
Gloucester, N. J.; Maxbass Service Garage, 
Maxbass, N. D.; Murphy & Strand, St. 
John, N. D.; Kramer Whippet Co., Kramer, 
N. D.; H. A. Meddaugh, Westhope, N. D.; 
N. J. Erland, Moorecroft, Wyo.; David 
Hirschi, Hurricane, Utah.; T. Holleman, 
Springfield, S. D.; Weisz Garage, Kaylor, 
S. D.; Clyde §S. Antoine, Scranton, Pa.; 
Jos. J. Ohnmacht, Waymart, Pa., and The 
Marino Motor Co., Youngstown, Ohio. 





Adopts Wholesale Policy 

HARTFORD, CONN., June 27—The 
Miller Tire Co., on the Connecticut 
boulevard, has announced that the busi- 
ness will henceforth be entirely whole- 
sale. William J. Coleman, head of the 
concern, which began business her€@ a 
year ago, has obtained extensive retail 












representation throughout the terri- 
tory. 

Coleman came to Hartford several 
years ago with the Motor Sales Co. of 
New Bedford, handling the Ford. Prior 
to his connection with this organiza- 
tion he was in the tire field, having 
been for some time with Goodyear. 





Predicts Net Work of 


Air Passenger Lines 
WASHINGTON, June 27—A predic- 
tion that there will shortly be a net 
work of air-passenger lines all over 
the United States is made here by W. 
Irving Glover, second assistant post- 
master general, in charge of air opera- 
tions of the Post Office Department. 
The statement, made orally, was in 
connection with the steps now being 
taken by the government to turn over 
to private contractors all air trans- 
portation of the mails. 

Mr. Glover declares that the bidders 
for the lines all expressed a belief that 
the outcome of mail transportation by 
air would devolve into a passenger and 
mail combined service. Two routes are 
already in operation, carrying passen- 
gers and being aided financially by the 
Post Office Department by being given 
the concession to carry the mails. They 
are between Salt Lake City and Los 
Angeles and Seattle and San Francisco. 
Both are paying and are well patronized 
by passengers. 





Found Parsons Motor Co. 

LOUISBURG, N. C., June 29—Par- 
sons Motor Co. has been chartered to 
engage in general automotive business. 
The authorized capital stock is $50,000, 
of which $12,500 is subscribed. The in- 
corporators are J. H. Newsom, W. R. 
Parsons and §S. L. Robertson. 





Clark Made Manager 
MEMPHIS, TENN., June 25—Wm. 
D. Clark is manager of the Memphis 
National Garages, Inc., recently opened 
at N. Front and Court Streets. The 
Structure was built at a cost of about 
$300,000. 





Gets Flint-Star Distributorship 

SPRINGFIELD, June 27—Warriner 
& Macdonald, is now the Flint and Star 
distributor for western Massachusetts. 
This concern was formerly the Spring- 
field Flint Co., and held the franchise 
for Hampden county only. Donald Mac- 
donald is manager. 
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Velie’s newest 
offering is a five 
passenger sedan 
known as_ the 
M etr opolitan. 
It may be had 
in blue or gray 
two-tone  lac- 
quer finish 

















Adds Blue Boy 


Four-Passenger Touring Car 
is Latest Jordan Offering 





CLEVELAND, June 22—Jordan Mo- 
tor Car Co. has added a four-passenger 
touring car, called the Blue Boy, to the 
Little Custom Jordan line, and ship- 
ments are now going forward. 

The new car lists at $1,745. 

Body and fenders are finished in blue, 
with wheels and body striping in 
orange. 

Windshield supports, radiator and 
other fittings are trimmed in nickel. A 
folding tonneau windshield is provided. 
Other equipment ineludes extra wire 
wheel and tire and front and rear bum- 
pers. Upholstery is in dark blue mo- 
rocco leather. 





Reverses Goodwin Ruling 

BOSTON, June 25—An interesting 
decision was handed down by the 
Public Works Commission this week 
on the power of Motor Vehicles Regis- 
trar Frank A. Goodwin to revoke 
licenses. Adolph A. Bartel, of Taun- 
ton, a locomotive engineer on the New 
York, New Haven & Hartford Rail- 
road, was operating one of the com- 
pany’s gasoline propelled engines 
recently when it hit a motor car at 
a grade crossing. Shortly afterwards 
Mr. Goodwin revoked Bartel’s license 
to operate his own motor car. The 
Public Works Commission ruled that 
there was no connection between operat- 
ing for the railroad and driving a 
motor car, and as no evidence had been 
given that Bartel was not a competent 
automobile driver Mr. Goodwin had no 
right to assume the power of revoking 
the motor car operating license. 

The outcome had been awaited with 
interest. 





Assembly Plant in Singapore 


WASHINGTON, June 25—Plans are 
being made for the establishment, by 
Thornycroft Singapore, Ltd., a British 
motor manufacturer, of the first Eng- 
lish motor assembly plant in Singa- 
pore, Straits Settlements, according to 
cable received by the U. S. Department 
of Commerce. The company will take 
over the assets and liabilities of the 
Singapore branch of John R. Thorny- 
croft & Co., Ltd. 
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Make 422,149 Cars 
and Trucks in May 


Production Falls Off Slightly 
in United States But 
Gains in Canada 


WASHINGTON, June 28—Produc- 
tion of cars and trucks in the United 
States and Canada reached 422,149 in 
May, according to releases by the De- 
partment of Commerce this week. This 
compares with a total of 446,137 in 
May, last year. For the five months 
the 1927 total is 1,820,808, as against 
2,045,127 in 1926. 


Production of cars and trucks in May 
by companies having membership in 
the National Automobile Chamber of 
Commerce was approximately 342,100. 
This leaves an approximate production 
of 80,100 for Ford Motor Co. and others 
that are not members of the chamber. 
Aside from Ford the non-members of 
the Chamber are truck companies, most 
of whose production is limited. 


The passenger car output by United 
States factories in May was 352,268, 
which compares with 353,076 in April 
and with 373,140 in May, last year. 
Truck production in the United States 
totaled 44,173, as against 44,553 in 
April and 44,071 in May, last year. 


Canadian production of passenger 
cars totaled 21,991 in May, comparing 
with 20,890 in April and 21,429 in May, 
last year. Canadian truck output was 
8717 in May as against 3721 in April 
and 3503 in May, 1926. 


For the five months period the United 
States passenger car total was 1,504,- 
658 in 1927, as against 1,730,848 in 
1926. Trucks built in the United 
States in the same period totaled 209,- 
254, as against 194,657 in 1926. 
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. 5 
Five Months’ Output 
is 224,219 Below 1926 
1926 
Cars Trucks Total 
Jan ... 285,703 33,517 318,220 
Feb. ... 334,524 41,784 376,308 
March . 399,105 49,386 448,491 
April .. 401,836 54,135 455,971 
May ... 394,569 51,568 446,137 
Total 1,814,737 230,390 2,045,127 
June .. 358,388 47,265 405,653 
July . $29,959 41,873 371,832 
Aug. .. 393,064 47,836 440,900 
Sept. .. 363,547 51,257 414,804 
Oct . 300,160 46,985 347,145 
Nov. .. 226,278 39,430 265,708 
Dec . 143,413 30,161 173,574 
Total 3,929,546 535,197 4,464,743 
1927 
Cars Trucks Total 
Jan. ... 208,731 . 249, 
Feb. ... 275,467 41,947 317,414 
March . 360,764 48,700 409,464 
April .. 373,961 48,216 422,177 
M ay eee 374,259 47,890 422,149 





Total 1,593,182 


227,626 1,82),808 
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|. Salesman Pfeil. no one could rile. 
He was a salesman most beguiling. 
One cant get mad, 
At a cheerful lad, 


Who alway keeps you smiling 
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Packard Producing 
50 Per Cent More 


DETROIT, June 23—Packard pro- 
duction to date this year, is about 50 
per cent ahead of last year, according 
to Alvan Macauley, president of the 
Packard Motor Car Co., who is look- 
ing forward to record-breaking busi- 
ness during the summer and fall. 
Packard’s financial position is very sat- 
isfactory, he stated, declaring that the 
company has cash totaling approxi- 
mately $16,000,000. Current assets are 
about $21,000,000 compared with cur- 
rent liabilities of $6,400,000. Approx- 
imately $8,000,000 has been spent, this 
year, on plant improvements and ex- 
tensions. 





Tire Exports Decline 


WASHINGTON, June 23—A current 
decline in exports of automobile tires 
and tubes from Great Britain during 
April is reported to the rubber divi- 
sion of the U. S. Department of Com- 
merce. The April exports valued at 
$955,836, were approximately 5,000 in 
number over the average for the first 
six months of 1926. 





Buys Westbrook Garage 


MIDDLETOWN, CONN., June 25— 
The Baldwin Repair Co. has acquired 
the Duse garage at Westbrook on the 
shore road and is doing business under 
the firm name of the Baldwin Motor 
Co. The firm in each place is an asso- 
ciate dealer in Oakland and Pontiac 
selling under the A. C. Hine Co., state 
distributor of Hartford. 





Splitdorf Names 5 Stations 


NEWARK, N. J., June 25—Splitdorf 
Electrical Co. has appointed the follow- 
ing service stations: H. A. Kennedy, 
Larned, Kan.; Blount’s Electric Service, 
Washington, N. C.; Roy C. Bradley, San 
Bernardino, Cal.; Fullerton Auto Elec- 
tric Co., Fullerton, Cal., and Cheatum 
Electric Co., Liberal, Kan. 





| Studebaker Adds 


Custom Victoria 


Latest Offering, Mounted on 
Standard Six Chassis, 1s 
Completely Equipped 


SOUTH BEND, IND., June 29—An 
addition to the Studebaker line is the 
Custom Victoria which is now avail- 
able on the Standard Six chassis. Sim- 
ilar models have been on the market 
for some time on the Big Six chassis, 
but the latest offering is opening up a 
new field for this particular type of 
car. 

These cars are available in combi- 
nations of Kinick green, Tuchi gray 
and deep lustrous black. Another com- 
bination is that of Hopi drab and 
Croatan green. These combinations 
are worked out in lacquer. 

Complete equipment includes such 
things as no-draft windshield and in- 
strument board assembly, including 
ammeter, speedometer, engine  ther- 
mometer, hydrostatic gasoline gage 
and oil pressure gage, all under one 
oval glass. There is also a coinciden- 
tal lock controlling both ignition and 
steering wheel, twin-beam headlights, 
rear-vision mirror, rear traffic signal. 
iridescent dome light, automatic wind- 
shield cleaner and front and rear bum- 
pers. 

These models are all equipped with 
four-wheel brakes and full-sized bal- 
loon tires. 





Buy Greenfield Dealership 


GREENVILLE, S. C., June 25—G. 
D. Alexander and B. Kilgore have pur- 
chased the third interest of H. O. Mc- 
Cord in the Superior Motor Co., one of 
Greenville’s leading automobile dealer- 
ships, and are now the company’s sole 
owners. 








80 Per Cent of All 


Cars U.S. Owned 


WASHINGTON, June 25— 
There were 27,650,267 passen- 
ger cars, trucks and buses in 
operation throughout the 
world on Jan. 1, of this year, 
according to a world census of 
automobiles, just made public 
by the U. S. Department of 
Commerce here this week. The 
figures indicate an increase of 
3,176,638 in the world regis- 
tration during the 12 months 
period. 

Of the total, 80 per cent, or 
22,137,334, are machines in the 
United States. The United 
Kingdom was second with l,- 
023,651; France, third with 
891,000; Canada, fourth with 
826,918. 
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Seattle, Dealers Hold 
( Interesting Meeting 


SEATTLE, WASH., June 28—A 
program of exceptional educational 
value to motor car men, augmented 
by a number of entertaining surprises 
featured the monthly meeting of the 
Seattle Automobile Dealers’ Associa- 
tion held today at the New Washing- 
ton Hotel. Sixty local and visiting 
dealers and distributors were present. 

Introductory remarks were made by 
W. L. Eaton, followed by W. S. McNa- 
mara who gave an address on ac- 
counting as it pertains to the automo- 
bile man. An open forum was held 
following the address, during which 
all questions regarding accounting 
were answered by S. F. Racine, certi- 
fied public accountant. 


Prophett Wins $200 Prize 


HARTFORD, CONN., June 27—A 
former service man, F. A. Prophett, of 
the sales force of Russell P. Taber, 
Inc., Reo distributor, tops the list of 
salesmen throughout the territory and 
draws down a cash prize of $200 in 
the process. 

Prophett was taken from the service 
department and placed in the sales 
section by Mr. Taber in the belief 
that he could sell cars. Taber’s faith 
has been justified by Prophett’s record. 


Sells 22 Cars in Week 


SEATTLE, June 29—A recent seven- 
day salesmen’s contest held by the 
Transport Motor Co. Willys Knight- 
Overland distributor was won by L. 
H. Fray, who sold a total of 22 cars. 











Proctor Visits Seattle 


SEATTLE, June 25—James Proctor, 
Pacific Coast supervising engineer of 
the Chandler-Cleveland Motor Co., re- 
cently spent a week in Seattle at the 
Dunn Motors, Inc., Chandler distribu- 
tor. 





Builds New Garage 


GLASTONBURY, CONN., June 29— 
Carl Brothers, Buick dealer, has com- 
pleted a new concrete garage and sales 
building on Colchester Ave. 








Woman at 93 Plans 
T our in $30 Speedster 


LYNN, MASS., June 28— 
Her imagination fired by the 
flight of Col. Charles A. Lind- 
berg across the ocean, Mrs. 
Eunice W. Ayers, who recently 
celebrated her 93rd birthday, 
went out and bought for $30, 
a second-hand automobile in 
which she declares she is going 
to make a tour of New Eng- 
land and perhaps other places. 

She declared that she wanted 
always to see the country but 
never has had the opportunity. 




















Mexico to be Important 
Buyer of U.S. Automobiles 


LAREDO, TEXAS, June 27—The 
outlook for business in medium priced 
American made automobiles in Mexico 
during July and August is bright ac- 
cording to Edward H. Corrigan of the 
export firm of Brennan and Corrigan 
here. Mr. Corrigan said more than 500 
American made cars were exported to 
Mexico through Laredo during May and 
that the movement is good for June. 
Mexicans are buying American made 
cars in preference to those made in 
Europe, he said. Reports reaching here 
are that the movement of American 
made cars into Mexico through Browns- 
ville, Del Rio and El Paso during May 
were heavier than for the preceeding 
month. 

Mexicans are pleased with American 
cars and the building of good roads 
in the republic will mean increased 
local buying, Mr. Corrigan said. 





Archer-Dayo Nash Co. Formed 


MERCEDES, TEXAS, June 28—The 
Archer-Dayo Nash Co., a new concern 
which will handle Nash products in 
five counties with Mercedes as head- 
quarters, has been organized here. The 
company is erecting a new building and 
announced it will begin organizing its 
territory immediately. 
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AC. Breaks Ground for 


New Office Building 


DETROIT, June 29—The AC Spark 
Plug Co. has broken ground for a new 
office building, at Flint. The structure 
will be located at Industrial Ave. and 
Harriett St., adjacent to the main plant 
of the company. It will be 207 by 63 
feet and will contain 52,000 square feet 
of floor space. Erection of the building 
will release space now occupied by 
offices for manufacturing purposes. 


Beats Crack Limited 


ATLANTA, June 25—Under official 
observation, Chick Murray, driving a 
Whippet touring car, beat the crack 
Dixie Flyer in a race from this city 
to Macon, a distance of 92 miles, during 
the past week. 

Murray set off from Atlanta on time 
with the crack limited train and cover- 
ed the 92 miles to Macon in one hour. 
53 minutes, 20 seconds, finishing ahead 
of the fast train with an average speed 
of 50 miles an hour. 








Seattle Sales Gain 


SEATTLE, June 25—Registration 
figures in Washington show that Willys- 
Knight and Whippet sales in this 
territory for the first quarter of 1927 
are 100 per cent in excess of sales for 
the same period of last year, according 
to Orrin P, Kilbourn, assistant general 
salesmanager of Willys-Overland, Inc., 
who recently visited local headquarters 
of the Motor Transport Company, 
Pacific northwest distributor. 





Rubber Imports $28,000,000 

WASHINGTON, June 28—May im- 
ports of crude rubber into the United 
States totaled 34,233 long tons, having 
a value of approximately $28,000,000, 
according to import figures just an- 
nounced by the U. S. Bureau of For- 
eign and Domestic Commerce. 





Auto Factory for Winston-Salem 

WINSTON-SALEM, S. C., June 27— 
H. E. Motors, Inc., has been chartered 
to manufacture and deal in automobiles, 
etc., for $50,000 authorized capital. 
Incorporators are A. T. Lewallen, L. 
D. Moore and G. S. Clark. 





What’s Coming in Motordom 





ES - . cotwbentsoaksbddaneheoket Nov. 7-12 
Exposition, Coliseum, Automotive 
Equipment Association. 

SED cncdé nsdecnenisocsts Jan. 28-Feb. 4 
National, Coliseum, National Au- 
tomobile Chamber of Commerce. 

SE. ¢ cnn nnine ce dkebielle Jan. 28-Feb. 4 
Automobile Salon, Hotel Drake. 

ne: ® onc wa tandh cdc deadnel Nov. 14-19 
Convention Hall, National Standard 
Parts Association. 


Sl DE bikec dn eotocksheaeeel Feb. 20-25 
Coliseum. 

Geet Bee, Tee cacccsaeca Aug. 29-Sept. 2 
Auto Building. 

ie. DO “ob eskstoctesenanene Feb. 11-18 
Automobile Salon, Hotel Biltmore. J. 

ge Ree Nov. 27-Dec. 3 
eee, Salon, Hotel Commo- 
ore. 


ER; a6 die ih a edi elo ne deel Jan. 7-14 
National, Grand Central Palace 
National Automobile Chamber of 
Commerce. 

PO PD  wénsccssvecd Feb. 25-March 3 
Automobile Salon, Hotel St. Francis. 





*Will have special shop equipment exhibit. 


CONVENTIONS 
Automotive Equipment - Association, 
Summer Convention, Multnomah 
Hotel, Portland, Ore. ..June 27-July 2 
Automotive Equipment Association, 
Coliseum, Chicago .......... Nov. 7-12 
National Association of Automobile 
Show and Association Managers, 
Drake Hotel, Chicago ...... July 28-29 
National Standard Parts Association, 
Hotel Hollenden, Cleveland, Nov. 14-19 


North Carolina Automotive Trade 
Association, Morehead Villa, Mort- 


aw eS . See ee August 15-16 
Pennsylvania Automotive Association, 
Pee es ccccebeeuses Sept. 19-20 
S. A. E. 


Chicago, November—National Transporta- 
tion and Service Meeting. 

New York, Jan. 12—Annual Dinner. 

Detroit, Jan. 24-27—Annual Meeting. 


RACES 
SD onic uccacns bdiicchen che July 4 
I ee ng re ee ote ee Sept. 5 
SE EE nln nnn pen ceed ade Sept. 24 
I ie ag in ee iin dh el Oct. 
DE. (Mid tes ohne te deckébebeedehad Sept. 10 
Di? Mn .ceeecacssccosteoessons Nov. 327 
EE eT er reer re Oct. 12 
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The Month of J ik in Motor Age 
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Give the customer 
satisfaction 


© The Disgruntled Custo 
+3 Objectives in After- 








HERE is—and has been for years—so much 

talk in the automotive trade about the value 

_ of a satisfied customer that it would seem logi- 

cal to visualize every dealer in the country lay- 

ing more stress on sales promotion after the sale than 

on any efforts he had made in that direction before the 
deal was closed. 

You can picture every dealer taking advantage of the 
fact that the transaction of selling an automobile does 
not ehd with the delivery of the car and the transfer of 
the check—or the down payment and notes—but that 
that should be only the beginning of a mutually pleasant 
and mutually profitable relationship. 

You can assume that they are all acting on the 
knowledge that the best advertising medium, in the 
final analysis, is not the general magazine (no matter 
how great its circulation may be), nor the local news- 
paper (regardless of its influence), nor even the best- 
planned direct-mail campaign. The most effective ad- 
vertising medium is the human voice, the voice of the 
satisfied owner. What a manufacturer or a dealer says 
about his merchandise might pardonably be construed 
as partial and biased. Certainly they would not be 
expected to give themselves any the worst of it. But 
the testimony of the man who has paid out his money 
for that merchandise is accepted as the last word. En- 
thusiastic praise from the owner who feels that he has 
received his full money’s worth of pleasure and satis- 
faction in the performance of his car, and that only an 
unreasonable man could be dissatisfied with the service 
and attention he is getting from his dealer, is as close 
to a perfect advertisement as it is possible to get. 

It would seem proper to take for granted that dealers 
everywhere in the country were acting on this knowl- 
edge and availing themselves of the ideal opportunity 
for sales promotion which these conditions offer. 

Yet the facts are against this assumption. 

Some dealers try to forget the car and the buyer— 
and do so as far as they are able—after the deal is 
closed and delivery is made. 

Some dealers actually remove the name of the buyer 
from their mailing list. “He’s sold,” they say, “and 
there’s no use sending him any more literature or 
letters.” 

Some dealers never voluntarily get in touch with 
their owners in any way after the cars are driven away. 


By John 








[HE first of this series of weekly 

articles on an important subject 
outlined the A BC of Sales Promo- 
tion. The second discussed the part 
that general advertising plays. The 
third covered the necessity of direct 
mail. Last week’s article showed how 
sales promotion can be made to work 
during the sale. The present instal- 
ment, the last of the series, tells of the 
beneficial operation of sales promo- 
tion after the sale. 








Some dealers operate service stations that owners 
visit only once. Because of incompetent work, discour- 
teous treatment or other reasons for dissatisfaction, 
they become disgusted and seek out some private me- 
chanic or independent service station to do their work. 

This sounds like a terrible arraignment. It does not 
seem possible that dealers should so foolishly throw 
away the most valuable asset of their business, but the 
arraignment is borne out by the facts. 

Don’t jump to the conclusion that this does not refer 
to you, but to the dealer around the corner. Look into 
your own case, and see if there is not a mote in your’ 
own eye that ought to be removed. Let your brother 
dealer take care of his own motes. 

It can be set down as a truism that you are not tak- 
ing the fullest advantage of the cars of your make run- 
ning in your territory, whether those cars were sold by 
you or by someone who preceded you in the dealership, 
unless you regard them definitely as your most effec- 
tive aids to sales promotion. 

How can you make these cars and their owners your 
wonder-working sales promotion assistants. 

There is nothing mysterious or complicated about the 
process. It requires no special brilliance or cleverness. 
It demands only patience and persistence and a desire to 
follow out the policy of the square deal. 

Let us assume that you have become a dealer in a 





Sale Sales Promotion 
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Cleary 








OU cannot be a merchandiser un- 

less you use sales promotion. To 
promote means to move forward 
something in its course. Sales pro- 
motion, then, means any effort you use 
in moving forward your sales. Mer- 
chandising consists in putting forth 
efforts to move forward your sales. If 
you put forth no such effort you cannot 
be a merchandiser. Therefore you 
cannot be a merchandiser unless you 
use sales promotion. 








community where there are ali ‘ady in use cars of your 
' make, sold by a previous dealer. 

Your first step should be to meet the owners of these 
cars, get acquainted with them and invite them to your 
salesroom and shop. Talk with them about the per- 
formance of the car and the kind of service they have 
been getting and the kind they expect to get under the 
new management. You will learn more from these 
talks about how to run your business from the outset 
in a successful manner than you could possibly learn in 
any other way in a much longer period of time. 

Most important of all, you will learn whether your 
owners are already a group of helpful boosters or 
whether you have a job ahead of you to convert them 
from sales-handicaps into sales-helps. A happy owner 
can turn many a sale your way, both directly and in- 
directly. A disgruntled owner can keep plenty of profit- 
able business away from your door. 

If these owners are already reasonably contented and 
satisfied with their purchases, the task ahead of you 
is greatly simplified. This means that the cars in their 
hands are all right and that they have been satisfied 
with the service. All you need to do to keep them boost- 


ing is to continue the same brand of service—improve 
it a little if possible—and you need have no hesitancy in 
referring prospects to these owners. 

If, on the contrary, many of those owners are dis- 






Talk with your customers about the performance of their cars 


satisfied, it needs no deep knowledge of psychology to 
bring you to a realization that you will be hampered 
in your efforts to make new car sales until you change 
the mental attitude of these disgruntled owners. One 
such discontented owner can do you an incalculable 
amount of harm. Multiply the possible amount of in- 
jury to your business resulting from one owner bv the 
number of dissatisfied customers you find from your in- 
vestigation, and you will have an idea of the total handi- 
cap under which you are starting business. Making 
these present owners happy should be your next move. 

This does not imply that you are called upon to make 
good any serious misrepresentations of your predeces- 
sor, or to rectify all blunders or slip-shod work of his 
service station. It does imply that you should listen 
with an open mind to the owner’s grievances and then do 
everything that could reasonably be expected of a dealer 
in your position, anxious to build up a permanent, profit- 
able business. You will find unreasonable people among 
these owners and you will have to treat them as un- 
reasonable people should be treated, courteously but 
firmly. A man cannot be in the automobile business 
long without learning that the expression “The customer 
is always right” is a fallacy. The customer is not al- 
ways right. 

But, by and large, most people are reasonable. It will 
astonish you how easily you can change the point of view 
of an owner if you simply go about getting to the root 
of his dissatisfaction. That will lie either with the car, 
the service, or the personality of the man with whom he 
had been doing business. When the second or third of 
these reasons is at the foundation of an owner’s trouble, 
you have a chance to eliminate it immediately. You 
are starting out with a new deal. When the car itself 
is responsible, you must be even more solicitous in your 
efforts to remove the source of the complaint, if it is a 
reasonable one. Sometimes an owner has a just and 
reasonable cause for kicking, a cause which your distri- 
butor and, through him, your factory is willing to ad- 
just. But you cannot know that unless you go into the 
matter most thoroughly and painstakingly with the 
owner. In many cases, however, a car fails to give the 
proper performance and satisfacticn because the owner 
neglected to care for it in the w: y that the amount of 
his investment in it naturally d mands. By the right 


(Turn to page 28, please) 
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Keep That 


ness With Human Beings But 


in Servicing Automobiles It’s 
the Seed of Satisfaction 


a 


AVE you a little vacuum cleaner in 

your shop? If you have, then you 
already know it is a fairy wand that trans- 
forms the grim ogre Dissatisfied Customer 
into a cooing dove that eats right out of 
your hand and delights in the change. If 
you haven’t, then this story will furnish 
you with an idea that will enable you to 
placate the fastidious customer (and he 
has a right to be particular) who yelps loud 
and long every time his car comes out of 
LG your service shop. 








OST of our grief in the 
service department 4 ‘ 
comes from little 
things. Our boys know 

how to do repair work that is 
right. The big holler comes when 
a car goes out with a greasy steer- 
ing wheel, dirt on the rugs or 
cushions, or the fenders 
smeared. We have found it 
well worth while to make one 
man responsible for seeing 
that cars go out clean.” 

The man who said that is 
right. He has been in the 
service business for years 
and in checking back on com- 
plaints found that in nearly 
every case a dirty car was at 
the bottom of the trouble. a 

When work has been done ae 
on the engine, clutch, trans- “= oli } 
mission, or rear axle, the 
owner has no way of seeing 
the work. He does not know 
that every cotter is in place, 
and that the lubricant has 
been put in. He only be- 
lieves that the job is right 
so long as it runs properly. 

If the job appears to be 


Be 


Boos 


QO. K. all is well. But a dirty steering wheel, or a 
muddy rug or dusty . ushion may be the seed of suspi- 


¢cion that will grow i to a complaint. 





The owner will reason, “If the job is dirty and 
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Showroom Comp 


Cleanliness May be Next to Godli- 


on Cars You}: 


By C. Edward Packer 
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Quickly and thoroughly clean- 

ing the interior of a new car 

for delivery. The dust and 

lint that collects is removed 

much faster with this vacuum 

cleaner than could be done 
with a brush 


First aid for a thorough job on 

the wash rack. Many an extra 

dollar has been earned by this 
cleaner 


sloppy on the outside where 
I can see it, what must it be 
on the inside where I can’t 
see it?” 

Of course, there are me- 
chanics who do a thorough 
and conscientious job but 
leave the outside of the unit dirty. 
Unfortunately many owners will 
conclude that the sloppy exterior 
indicates a sloppy job. At the first 
i opportunity they will return fearing 

that something has gone wrong or is 
about to go wrong. It is this fear in the 
owners’ minds that makes a “mountain 
out of a mole hill,” and which is the start 


of a complaint on the mechanical work. 

Not only is it well from the psychological point of 
view to have a job look as good as it actually is, 
but it is a big advantage in the shop to have clean 
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A greasing sta- 
tion that makes 
a practice of 
giving each car 
a quick vacuum 
cleaning without 
extra charge. 
According to the 
proprietor, many a customer 
has been attracted in this 
way. The time required 
averages about 10 minutes 
of a low-priced man’s time 
for each car serviced 


parts to work on, as this in- 
Spires the workmen to produce 
the best possible results. 

With the best of facilities we must admit that auto- 
mobile servicejis dirty work. It does not follow, how- 
ever hat the finished job must go out in a dirty con- 
dition. Car covers will do much to protect the seats, 
wheels, controls, cowl and fenders of a car. The man 
who puts the final O.K. on the work that has been 
done should make doubly sure that everything is 
clean by wiping off the wheeu and controls in order 
that the owner will have no cause for complaint. 

Some service stations are taking the lead in build- 
ing prestige and profits by going even a step further. 
They have vacuum cleaners which quickly remove 
dust and dirt from the interior of the car and thus 
turn out a job that is appreciated. 

Some have said, “We charge these few minutes of 
time and the small investment to advertising, and we 





Se 
ae 


find that it is a remarkably good 
kind of advertising.” 

Truly, many cars are received in 
an extremely dirty condition and 
if the mechanics leave a foot mark 
or two on the rugs or get a little 
dirt on the upholstering, the owner 
might not be able to prove that the car was soiled in 
the shop, but here is an opportunity to make a little 
cleaning service create a very favorable impression. 
A quick run over the cushions and rugs with a vacuum 
cleaner will do much to win the owner’s gratitude. 

While care and cleanliness are great little business 
builders, they are not direct profit producers. The 
equipment used, however, for cleaning the cars after 
repair work has been done can be utilized profitably 
on the wash rack. Depending on the size and condi- 
tion of the car, many auto laundries and service sta- 
tions that specialize in car washing, sell complete 
and thorough vacuum cleaner service at a charge of 
anywhere from 75 cents to $2. Wit.) a vacuum cleaner 
that is readily portable, and that has real power, this 

(Turn to page 32, please) 
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‘The Hair in the Dealer’s Butter 


(Continued from page 23) 


kind of education, you can make friends of these owners, 
even though you do no actual policy work on their cars. 

Your principal task is to convince all these old own- 
ers that you are interested in them and in their cars, 
that you want to see their cars running satisfactorily 
at all times, that you are equipped to give them the kind 
of service they should have, and that they can always 
count on honesty and the square deal when they are 
dealing with you. First thing you know, you will be 
making sales in unexpected quarters, and you will later 
be able to trace in these sales the influence of some 
satisfied old owner. 

Next to sweetening the dispositions of the old own- 
ers as far as reasonably possible comes your treatment 
of new sales. Sales promotion on these should begin 
immediately after the sale is made. Just think of all 
the details connected with the delivery of the car as so 
many opportunities to exercise sales promotion. Be- 
fore the car is delivered you should make sure that the 
buyer understands clearly the terms of the sale. A 
lot of potential trouble can be obviated at this time. 

You should make no promises that you are not sure 
of being able to fulfill. You should refrain from quot- 
ing the top performance of your car, whether you are 
referring to speed, power, gasoline economy or what 
not. It is always better sales promotion when the owner 
gets a little more than he expects. This restraint ap- 
plies to such a detail as the date of the delivery of the 
car. Better surprise a customer by having his car ready 
for him in advance than disappoint him by having him 
wait around an hour or until the next day. 

If you are thinking of the delivery of the car as a 
part of your sales promotion program, you will appreci- 
ate that having a car ready means just that. Here 
again nothing should be left to chance. The employee 
should at least seem as enthusiastic over the car as the 
new owner is. It is not always possible to get employees 
like that, but they are priceless jewels in any organiza- 
tion. Yet no amount of enthusiasm will take the place 
of the closest attention to the practical side of the 
delivery of the car. 


The Birth of an Idea 


A new owner has a right to expect a car that is clean 
inside and out, filled with gas and oil and water, 
thoroughly greased and carrying a full complement of 
tools. The good dealer sees to it that his cars are 
delivered that way. And he checks over everything 
with the owner at the time of delivery, so that the owner 
cannot later make an unjust complain of shortage, etc. 

About ten years ago a studious automobile man made 
the discovery that most of the trouble owners were ex- 
periencing with the make of car he was handling could 
be laid at the door of infrequent and insufficient lubri- 
cation. He instructed his service manager to find out 
why owners were not attending to this important item of 
lubrication, as carefully explained in the instruction 
book accompanying each car. The service manager, 
after an investigation, reported that most of the owners 
had not read the instruction book, that many of them 
did not know it was in the car. 

So this wise automobile executive, who knew his sales 
promotion onions as long as ten years ago, made certain 
that every ov ner from that time forward knew the in- 
struction book and something Of its contents. He did 
not deliver it with the car, but mailed it to the owner 


the same day, with a letter telling of its importance. 
This letter stressed two facts. First, the dealer who 
sold the car felt his share of the responsibility in keep- 
ing the car running satisfactorily. Second, the owner 
was told unequivocally that he, too, had a share in that 
responsibility arising from his investment. His atten- 
tion was called to those sections of the book dealing 
with the operation of a new car during the first 500 
miles, the necessity of changing the oil in the crank- 
case at stated intervals, of keeping the battery filled with 
the distilled water, and so on. This first letter was fol- 
lowed by another in two weeks, outlining what should 
be done with the car at the end of 500 miles and again 
referring to the instruction book. Two weeks later and 
then once a month for a year thereafter, the owner re- 
ceived similar letters, each one emphasizing the need 
of certain attentions at accumulated mileages and stat- 
ing the pages in the instruction book devoted to the 
work which should be done. In each letter, also, the 
owner was asked to bring his car into the service sta- 
tion in case neither he nor his driver could do the work. 


Becomes a National Policy 


This series of sales promotion letters after the sale 
worked out so advantageously that it was adopted by 
other distributors and dealers for the same make of 
car. The factory only recently put into effect some of 
the details of this plan as a national policy. The won- 
der is that more automobile dealers have not seen the 
wisdom of such a policy. Its benefits to the dealer in 
the way of creating good will are so obvious that it 
would be supererogatory to enumerate them. 

Your service shop is a highly important factor of 
sales promotion after the sale. And sales promotion 
there does not consist of having in charge a manager 
who is perpetually smiling, nor a force of mechanics 
who go about their work with grin-suffused counten- 
ances. There are few more serious people in the world 
than the automobile owner who is all wrought up over 
some trouble he is having with his car, and he wants 
you and your men to regard his troubles as seriously 
as he does. A made-to-order smile will cause his ire 
to mount higher, rather than otherwise. He wants his 
car fixed and he is satisfied to get his smiles in the 
theatre or at the movies. 

It is taken for granted that you will diagnose your 
owner’s troubles correctly, have competent mechanics 
to remedy them, and turn the car back to the owner in 
good running shape and in a cleanly condition. 

It is good sales promotion to have a traveling service 
mechanic calling on your owners. 

The flat rate plan is remarkably good sales promotion. 

And, while you should run your shop at a profit, it 
is also good sales promotion to have your owners feel 
that when they spend a dollar in your place for repairs 
they get a dollar’s worth of parts and service. 

Take care of your owners in these and other ways 
that may suggest themselves to you, and you will be 
literally amazed at the results you get from this type of 
after-the-sale sales promotion. Your owners will them- 
selves buy cars from you again and again. More than 
that, the satisfaction they get out of dealing with you— 
and the precious good will which this satisfaction gener- 
ates—will be the means of multiplying your customers 
and expanding the rubber band that encircles the bank- 
roll of your net profits. 
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How DEAD ¢s a KILLED 


Prospectr 


Sometimes the Salesman is Guilty 
of ““-Manslaughter”’ 


“kill” and “no money” or “not in the market” 
scratched on the Rand Card actually mean that the 
prospect is dead? 

Does it mean that he should be left alone? That it 
is the end of a strenuous effort on the part of some 
salesman to mark up another sale? Or is it an invita- 
tion to keep trying. 

Throughout the United States, salesmen are writ- 
ing the above terse phrases across prospect cards 
daily. And in the biggest majority of cases, these 
phrases have been written across the card after the 
salesman has been thoroughly convinced that the pros- 
pect is “dead.” 

But the question arises of whether the salesman 
has actually solved the prospect, whether the prospect 
is actually out of the present car-buying market. 

Out in Des Moines, lowa, H. A. Steinman is retail 
sales manager for the Overland-Huntzinger Company, 
aggressive and energetic Willys-Overland merchants. 
He is young in years but old in experience when it 
comes to selling automobiles. 

As a salesman, he was one of the best in Des 
Moines, he was one of the many salesmen who wrote 
the phrases quoted above across Rand Cards. And in 
every case, he was positive that what he had written was 
correct. 

Not long after he became sales manager, Mr. 
Steinman learned that “killed” prospects were not as 
“dead” as he and his salesmen believed. He learned 
that in many instances these “killed” prospects were 
not dead but “red hot” and ready to buy. 

How he found out is a mighty interesting story. 

One day while lunching with his “boss,” Ward 
Huntzinger, Mr. Steinman remarked that he believed 
that he could outsell any 
member of his sales force 


ike how dead is a killed prospect? Do the words 







H. A. Steinman, 
who learned that 
all that is killed 

is not dead 


Being with- 
out prospects 
of any kind, 
Mr. Steinman 
turned to the “kill” file. There he hoped to uncover 
some prospects that might give him a boost. 

This “kill” had been established by Mr. Steinman 
when he first assumed his position. It has been estab- 
lished in order to avoid disputes over prospects who 
had been sold, and where more than one salesman 
claimed the commission. 

Today when a salesman hands Mr. Steinman a pros- 
pect card with the words “kill” or “no money” written 
across the face of it, it is immediately placed in the 
“kill” file. Then the name of the prospect is turned over 
to another salesman other than the first. Should the 
prospect be sold by the second salesman, the first would 
have no claim for any part of the commission. 

So much for the reasons why the “kill” file was es- 
tablished. 

In checking over the file Mr. Steinman selected two 
names which he thought might be considered in the 
market and ready to buy. One of the prospects had 

been “killed” by one sales- 





for the current month. “If 

you think you can, go a 
ahead,” said Mr. Hunt- |* 
zinger. Thus the question CAR OWNED... 
of whether he could was 
squarely up to Mr. Stein- 
man. 

At his morning meeting 
the following day, Mr. 
Steinman told his sales 
force that he was prepared 
to outsell each man that 
month. The fact that the 
salesmen had a five-day 
jump on him didn’t matter. 








PROSPECT CARD 


..... PHONE. 






NOT long after he became a sales 
4 ‘“ manager, H. A. Steinman, of Des 
Moines, learned that “killed” prospects 
were not as “dead” as he and his 
salesmen believed. He found out that 
in many instances they are “red hot.” 
How he became enlightened 
mighty interesting story. 


man and the other by two. 

Within three days, Mr. 
Steinman had sold the pros- 
pect who had been “killed” 
once a Whippet Six demon- 
strator. But before the 
first week was over, Mr. 
Steinman had succeeded in 
selling his second prospect 
a Model 70 Willys-Knight 
sedan. 

These two sales gave him 
a start and he won the con- 
test, staying up until 11.45 
p. m., on the last day of the 
(Turn to page 32, please) 
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NE of the perplexing problems of the retail 
automobile business—a problem that has been 
the subject of many articles in automobile 
papers and of speeches without number by 
“experts” in meetings from one end of the nation to 
the other—has been solved by one firm in Kansas 
City, Mo., and solved without ballyhoo. 

The problem is, “How to keep the motor car sales- 
man,” and the firm is the Simon-Wiles Motors, Buick 
dealer. 

This company has no salesman, except two young 
men “in training,” who has been with the company 
less than three years. Several salesmen started with 
the company almost seven years ago. 

And every salesman virtually is an “executive” and 
has a regular income. While this income may be 
larger some months than others, there are no “star- 
vation” periods that are the rule in so many retail 
motor organizations, which send the good salesman 
out “looking for a job” with some other company, or 
in some other line. 

These “ideal” conditions have not been brought about 
by the wave of a magic wand, but are the results of 
hard work over the seven years the Simon-Wiles com- 
pany has been in business; work that has kept Buick 
sales in Kansas City at the top of the list in its price 
class and in the first division of all makes at any price. 

Simon-Wiles Motors started in business in Kansas 
City in 1920. Working on the theory that a motor car 
owner wants the best service possible for his car, the 
company installed one of the finest repair shops in the 
Middle West—a shop that is considered a model—with 
the result that Buick owners soon became “salesmen” 
for the company. 

At first the company was face to face with the prob- 
lem of salesman turnover, but gradually the evil was 
cured. Con Frazier, sales manager of the company, 
attributes solution of the problem to adoption of the 
Golden Rule in the treatment of the sales staff. 
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“In our organization no salesman is goaded on by 
high-pressure methods,” Mr. Frazier, who has been 
with the company six years, said. “Our salesmen are 
trained business men—men who are placed largely on 
their own initiative and not required to work under any 
set of rules. They are working on an honor system of 
their own. There is no interference when they are 
producing results and only friendly cooperation from 
officials and fellow salesmen when an unusual problem 
presents itself. 

“With us the ‘bosses’ and salesmen are on the most 
intimate terms. There are no threats of ‘firing some- 
one’ flying around to keep the men in a state of unrest, 
and an eye ‘peeled’ for a place to land. The owners 
meet with their men and work with them in solving 
their difficulties just as a board of directors meets and’ 
works out the problems of a big corporation, with the 
difference that the human element and personal contact 
have a big place in our organization. 

“Then again, the owners long ago discarded the plan 
of ‘taking the gravy’ away from the regular men by 
putting on several ‘high-powered’ salesmen during the 
busy season. These high-powered men, who work a few 
weeks in the year and leave a trail of ‘rushed’ custom- 
ers in their wake, never get a chance to sow their seed’ 
of discontent and discord in our organization. In the: 
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Salesmen and Keeping Them 
ontented a Problem of Yours? 


Have You Tried the 
Golden ‘Rule 


Treatment 2 


By H. H. James 








Che Golden Rule 


Whatsorver ye would that men should 
do to you, do ye even so to them: for 
this is the law and the prophets. 


—Matthem vii. 12 




















busy season our regular men just work a lot harder 
with every ‘boss’ doing the same thing. We may miss a 
few sales but in the course of the year we believe we 
make more sales and at the same time keep our organi- 
zation intact—and our men contented. 

“Then again, we pay no outsiders a ‘bonus’ for sales 
made for us. Neither do the salaried men about the 
office and shop get pay for tips on prospects that buy. 
- We try to be perfectly square with our salesmen—apply 
the principle of the Golden Rule—and find that it 
works. 

“‘We also have worked out a system of bonuses and in 
other ways have attempted to solve the income problem. 
Our salesmen have a ‘living’ income every month in the 
year, largely because we have been building a 12- 
months-in-the-year business, but also through bonuses 
and extra commissions. 

“‘We keep our new and used-car sales organizations as 
distinct units and do not require men working on new 
sales to sell their trade-in cars.” 

While the salesmen of the Simon-Wiles organization 
are thrown largely on their own initiative, there is no 
lack of help from the sales manager and others. In the 
first place, Mr. Frazier has made a close study of the 
engineering features of all the leading makes of cars, 
specializing on those that are more directly in competi- 
tion with the Buick. Once each week he holds a class 
for his salesmen at which he dissects some make of car. 
This is not to give his salesmen “knocking points” but 
to enable them to meet any question that might come up 
by comparing it with the Buick. 









Con Frazier, sales 
manager of Simon- 
Wiles Motors, is an ex- 
ponent of the Golden 

Rule 





Sam Tremonte is one 
of the high types of 
salesmen held by the 
Simon-Wiles policy. 
He speaks eight dif- 


ferent languages 


All figures and data wanted by a salesman are always 
ready. The salesman at all times has the full force of 
a highly trained executive and office force back of him 
—and a service department rated as the best. 

Enlarging on the fact the company pays no bonuses 
or tips to salaried employees, executives or outsiders, 
Mr. Frazier said: 

“The company long ago found such a practice created 
much dissatisfaction among the men. They felt that it 
was little short of robbery—taking from them what 
rightfully belonged to them and giving it to some person 
who accidentally stumbled on a sale or was attempting 
to get a car at a discount for a friend or relative. We 
nipped the practice in the bud and won the loyalty of 
every salesman in our organization.” 

Under the company’s Golden Rule policy for salesmen, 
men of unusual type have become associated with the 
organization. One man formerly was in the advertising 
department of a large metropolitan newspaper. Another 
was a professor at the University of Missouri, while 
still another is a linguist who speaks several tongues. 
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In a city of a third of a million population there natu- 


rally afe many foreign speaking people. In this class of 
prospects the company’s linguist salesman proved his 
worth. He can talk to virtually every foreigner in Kan- 
sas City in his native tongue. This salesman, Sam Tre- 
monte, an Italian, has led the company’s men in sales 
for several years and Mr. Frazier believes is the real 
reason for the big sale of Buicks among the foreign- 
speaking residents of Kansas City. Many of the other 
salesmen, when they find a prospect that is a foreigner, 
often call on Mr. Tremonte to help them close the deal. 

The company has a regular staff of 14 salesmen—nine 
on new cars and five on used. All but two are married 
and the majority of them own their own homes. “There 
is no uncertainty about where our men are going to 
work next year, and they go ahead and plan for the 
future,” Mr. Frazier said. “They plan ahead just as 
any good business man would.” 

The company is owned by L. S. Simons and R. E. 
Wiles. J. D. Lobb is vice-president and general mana- 
ger. 

Here are the qualifications Mr. Frazier considers a 
good salesman should have: 

1. Loyalty. For loyalty will do more for a man and 
his company than brilliancy. Business needs men who 
will actually represent the company and its products. 
When a salesman is working for a man or a company 
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he should actually work for them—he should go 100 
per cent of the way. 

2. The salesman should be an analytical thinker. He 
should evolve new methods of solving his problems. Find 
methods that never have been used. Each day should 
find him striving for an new idea. 

3. He should study economics, the automobile busi- 
ness and salesmanship. He should never be too good to 
work someone else’s idea. 

4. A salesman should be more than a good talker. He 
should learn to express his thoughts accurately. He 
should know the English language and be able to use it 
accurately, and intelligently. 

6. He should take pride in his personal appearance. 
He should not be a “he flapper” but should realize that 
his personal appearance will impress his prospect with 
his efficiency or inefficiency. Be a business man—and 
look it. 

7. A good salesman must be able to make friends— 
and keep them. The more persons the salesman knows 
the more friends he and his company will have. He 
should never lose an opportunity to make new friends. 

8. The good salesman must be the personification of 
tact. He must be able to show a prospective customer 
where he is “wrong” without the customer realizing it. 
He must handle men skillfully. Tact helps make many 
sales, and should be developed. 





How Dead is a Killed Prospect? 
(Continued from page 29) 


contest to sell a used car that put him $300 in front of 
the leading salesman. 

But that wasn’t the big victory. 

The contest over, Mr. Steinman began to wonder if 
there were not other names in the “kill” file who might 
be ready and willing to buy. So he made an extensive 
study of every prospect that had been killed in the past 
60 days, and selected those names which to him were 
alive. Then he turned them over to the salesmen, other 
than the one who “killed” them, to follow up. 

The second salesman not knowing that the prospect 
has been worked before and happy to find ore who 
knows the advantages of the Knight motor makes every 
effort to close the deal on his first visit. 

The number of sales that are being made in this man- 
ner are constantly growing. 

Speaking of the two prospects whom he sold that had 
been taken from the “kill” file, Mr. Steinman said: “My 
salesmen who ‘killed’ these prospects were sincere in 
their opinion that these prospects were ‘dead.’ But 
something happened during the time they were ‘killed’ 
and the time I called on them that made them want to 
purchase a car. What it was I do not profess to know. 
But I do know that any salesman, even a competitor’s, 
might have sold them if he had called on them before I 
did.” 

According to Mr. Steinman many of his best prospects 
that are now in his prospect file were resting comfort- 
ably a few days ago in the “kill” file with the final report 
“cannot buy now” accompanied by some logical reason 
written across ‘the Rand Card. 

Mr. Steinman believes that a systematic checking of 
“killed” prospects is highly profitable and that “dead” 
prospects, in many instances, can be transformed into 
real owners—resulting in more net profit for the dealer 
and for the salesman who makes the sale. 

Just how “dead” the “kill” file is depends then upon 
the manner in which it is checked. Systematic checking 


is quite apt to turn it into one of the best sources the 
dealer possesses. 





Keep Fhat Showroom Complexion 
(Continued from page 27) 


work can be done in a very short time and shows a 
substantial profit. . 

The trend of today, to produce cars that are more 
beautiful than ever before, is working to the advan- 
tage of the man who is prepared to keep “that show- 
room complexion” on his customers’ cars. 

In addition to the highly important work of clean- 
ing up the customers’ cars after service operations 
have been performed, the vacuum cleaner finds a large 
field of usefulness in the shop. 

Ingenious arrangements have been made whereby 
the suction line from the vacuum cleaner is connected 
to a funnel-shaped receiver which is placed at the bot- 
tom of cylinder bores when honing. This precaution 
keeps abrasives and metallic particles from working 
down into the crankcase, later to damage the bearings 
and other parts of the engine. Similar use of the 
vacuum cleaner is found on valve grinding jobs where 
it is necessary to remove considerable material from 
the valve seat by means of a reamer. Here the suc- 
tion hose is connected to a reducer and the small open- 
ing is placed in the valve port. As chips are cut from 
the block they are drawn away with no danger of 
their working down into the valve guides or onto the 
tappets, later to be washed down into the engine. 

In scraping carbon from the tops of pistons it is 
practically impossible to remove the loose carbon 
without wiping some of it between the piston and the 
wall. If the carbon is dry and care is exercised to 
keep it that way, the vacuum cleaner with a reduced 
nozzle is very effective in removing this material, thus 
preventing possible scoring. 

With such a growing field of usefulness, the shop 
that is working without a vacuum cleaner is at a 
decided disadvantage. 
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The Trends in 


Automobile Design 


1. High Compression 
Heads 


2. Four-Speed Trans- 


M1SS10N 


3. Custom Bodies 


4. High vs. Low Speed 
Engines 


By 
Athel F. Denham 


ECHANICAL improvements in car designs this 
M year have undergone a curious change. Up to 

the latter part of 1926 such changes were 
largely influenced by new developments and inven- 
tions, such as four-wheel brakes and balloon tires. 
This year however there is a marked indication that 
future mechanical improvements will come largely 
from the experimental laboratories. Car manufac- 
turers are now working on ideas which will provide 
more flexible operation, greater power, better fuel 
economy and greater durability, in which investi- 
gations the research laboratories are playing im- 
portant parts. 

In line with these investigations there has been 
considerable work on high compression heads which 
are now beginning to appear on the market. Up till 
recently car manufacturers were forced to keep com- 
pression ratios down to about five to one, or below. 
This was due to lack of 
knowledge regarding the 
proper design of heads, lo- 
cation of valves and spark 
plugs, proper cooling, etc., 
so as to produce a combus- 
tion of gases which would 
not be of an _ explosive 
character. The higher the 
compression ratio the great- 
er the chance of detonation, ° 
since gases in the compres- which 
sion stroke are raised to 
higher temperatures, and 
the smaller combustion 
space makes possible a 





Car manufacturers are now 
working on ideas which will pro- 
vide more flexible operation, 
greater power, better fuel econ- 
omy and greater durability, in 
investigations the re- 
search laboratories are playing 
important parts. 









There is a marked indication that future mechanical 
improvements will come largely from the experimental 
laboratories 


quicker travel of the flame, both tending to produce 
detonation. 

Research laboratories have been largely instru- 
mental in solving this problem for manufacturers, and 
the introduction of higher compression heads is now 
a certainty. However there are two distinct types of 
developments along this line, both working towards 
the same end but through different channels. 

One type of manufacturer is availing himself of 
the developments of efficient anti-knock fuels to take 
care of the possibility of detonation or “knocking.” 
Heads designed for the use of such fuels do not have 
to be radically different in design from previous 
heads. Notable among the leaders in this line is the 
Chrysler Corp. which has recently placed on the 
market service replacement 
heads of 6.0 to one com- 
pression ratio. However, 
with these new heads, 
especially in the larger 
engines different types of 
distributors are often re- 
quired or at least ignition 
timing has to be changed 
somewhat so as to obtain 
the most efficient combus- 
tion possible, and as has 
been mentioned, the use of 
anti-knock fuels is imper- 
ative. These may be of the 
benzol or alcohol mixture 
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type, may be pure petroleum products of somewhat 
different combustion characteristics, or may be stand- 
ard high-grade gasolines with slight additions of anti- 
knock compounds, as is the case with Ethyl gasoline. 

The other type of high compression head attacks 
the detonation problem from a different angle. Work- 
ing on the principle that the use of present standard 
gasolines is advisable, the problem is how to raise 
compression without increasing the danger of ‘knock- 
ing.’ To do this experiments have been made in 
altering shapes of combustion chambers, reallocating 
spark plugs and valves, and providing better cooling 
around the head. A large independent manufacturer 
of two lines of sixes has made some extremely inter- 
esting developments along this line, and it is expected 
that he will soon market redesigned engines with 
higher compression ratios using standard fuels. 

In either type of high compression head, the net 
result will be to obtain better fuel economy; power will 
be increased and acceleration time will be lowered, 
while such features as better starting in cold weather 
are almost certain to accompany the introduction of 
such heads. Which type of head will be the more 
widely used remains to be seen. 

Another feature of engine design which is being dis- 
cussed rather widely by automobile manufacturers at 
present is high versus low speed engines. It will be 
remembered that with the introduction of the Essex 
Super Six in January, the maximum engine speed was 
increased to 4000 r.p.m. On the other hand a large 
manufacturer of sixes in the $1,000 to $1,200 price 
class will shortly announce a new model incorporating 
a lower speed engine. The relative advantages of the 
two types are that the high speed engine develops 
more power per cubic inch of piston displacement, 
while the lower speed engine, generally makes the 
use of larger bearing areas possible, this, in addition 
to the lower engine speed as compared to car speed 
tending to produce longer life. In addition the lower 
speed engine makes possible the use of lower speed 
propeller shafts and lower rear axle reductions, pro- 
ducing quieter operation of these parts, while this 
advantage to some extent is offset by the increased 
size of the propeller shaft and gears necessary in the 
low engine speed car. 

Four-speed transmissions are another feature which 
seems to present a possibility for obtaining better 
performance. The present apparent tendency for 
such units in this country is largely due to the de- 
velopment of internal-external transmission gears 
which overcome the objection of transmission noise in 
geared speeds. Such four-speed transmissions may be 
of two types, the direct drive on third, with a geared 
overdrive on fourth, or the direct drive on fourth. At 
the present time the Paige 8-85 is the only four-speed 
car on the domestic market, and it incorporates the 
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use of a direct-drive-on-fourth transmission. If any 
of the smaller cars are fitted with four speed trans- 
missions in the near future, it is quite possible that 
direct-drive-on-third will also be used. However, it 
is not probable that a large number of manufacturers 
will adopt four-speed transmissions within the next 
six months, since the added cost of such a transmis- 
sion does not fit in well with present efforts of auto- 
mobile manufacturers to keep prices down, especially 
in the lower price ranges. 

From the layman’s point of view, the present 
tendency towards custom building of bodies is rather 
interesting. The public wants something new and 
individual in the way of bodies, and while it is not 
possible to build cars in the lower price ranges with 
individual distinction due to production costs, the 
middle range is already being entered by the custom- 
built body. The Little Custom Jordan is a good ex- 
ample of this, while wider ranges of color options and 
more frequent changes of color schemes are all in- 
strumental in giving the buyer more individuality. 

A year ago with 49 manufacturers in the field, 
turning out 104 chassis models, the buyer had his 
choice of 621 body models. This year with the num- 
ber of manufacturers reduced to 42, and 98 chassis on 
the market, 691, or 70 more body types, are available 
according to tables carried in MoToR AGE. And while 
the total number of chassis has decreased somewhat, 
due to the dropping out of several manufacturers, the 
actual number of chassis per manufacturer has in- 
creased. Cadillac, Chandler, Davis, Paige, Jordan, 
Kissel, Locomobile, Marmon, Peerless, Reo, Stude- 
baker and Velie all have one more chassis on the 
market this year than last. Nearly all of these added 
chassis mean greater number of cars of one make 
available to the purchaser. In addition to these manu- 
facturers, the number of bodies available have been 
increased by from eight to 18 by Chrysler, Moon, 
Nash, Willys-Overland, Pierce-Arrow and _ Stutz. 
Chevrolet also has two more body types than last 
year, while the Oakland-Pontiac line has been in- 
creased through the addition of five body models. 

In fact there are only four manufacturers who 
have either a smaller number of chassis or less body 
types on the market this year than last, these being 
McFarlan, Roamer, Stearns and Wills Ste. Clair, all 
small producers. Averaging the figures on body 
models for June, 1926 and 1927, it is found that on the 
average for all manufacturers, each has four more 
body types than last year, while the number of chas- 
sis per manufacturer have increased from 2.1 to 2.3. 

When consideration is also given to the fact that 
choice in body colors or upholstery furnishes ad- 
ditional departure it can be seen that the buyer of a 
car this year has a wider choice and more opportunity 
to buy distinctiveness than ever before. 
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by the Chrysler Corp. that 
a new model, designated 
as the “62” is in production at 
the company’s plant. A consid- 
erable number of improvements 
and refinements have been in- 
corporated in the new car, in- 
cluding such features as crank- 
case ventilating system, four- 
point, rubber-cushioned engine 
supports, ball and trunnion type 
universal joints, heavier trans- 
mission, worm and sector steer- 
ing gear and form-fitting seats. 
Six body models are included 
in the new line, the two-door and 
four-door sedans, listing at 
$1,145 and $1,245 respectively, 
with the landau 
sedan priced at 
$1,295 and a tour- 
ing car at $1,095. 
Rumble seats are 
standard equip- 
ment on the road- 
ster and coupe mod- 
els which list at 
$1,175 and $1,245 
respectively. 
Conforming to 
the Chrysler sys- 
tem of nomencla- 
ture, the new model 
is said to develop a 
top speed of 62 


A by the Chrysler is made 


Chrysler Lie 


Six Body Models Range in Price From 


$1,095 to $1,295 
By Athel F. Denham 








Features embodied in the new 


Chrysler “62”: 

Crankcase ventilating system. 

Four-point, rubber-cushioned en- 
gine supports. 

Ball and trunnion type universal 
joints. 

Heavier transmission. 

Worm and sector steering gear. 

Form-fitting seats. 

Integral clutch and transmission 
housing. 

Drive through rubber disk in clutch. 

Arm rests in rear seats of sedans. 

Lower curve at rear of closed car 
roofs. 











Chrysler Model 62 coupe with rumble seat 






OR 


The front compartment 


m.p.h. With a bore and stroke 
of 3x44 in., the six-cylinder 
engine has a piston displace- 
ment of 180 cu. in. and is of the 
L-head type, while such features 
as a seven-bearing crankshaft, 
chain front end drive and alum- 
inum pistons are incorporated. 
Of the new engine features, 
the crankcase ventilating system 
is interesting. The crankcase 
filler is located on the front left 
side of the engine. Air is taken 
in through this filler which in- 
corporates an air cleaner of the 
inertia type similar to that 
mounted on the carburetor, and 
is whirled about in the crank- 
case due to the rotation of the 
shaft. At the rear 
left of the crank- 
case casting is a 
cored hole to which 
a pipe is attached, 
leading downward 
and backward. Air 
pressure under the 
hood, caused by the 
fan and forward 
motion of the car, 
creates suction in 
this pipe and 
causes free cir- 
culation of filtered 
air in the crank- 
case. Among other 
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engine changes is the improved water circulation 
thermostat, while a cellular type radiator is used. 

In other respects, characteristics and dimensicns of 
the engine are similar to those used in the engine of 
the Model 60. 

The transmission is of new design. Its housing is 
integral with the clutch housing and a roller bearing 
has been adopted for the mainshaft front bearing, 
the rear bearing being of the ball type. The rear 
bearing for the main drive pinion is likewise of the 
ball type, while the countershaft is mounted on bronze 
bushings. 


Rubber Insulation Used 


In order to reduce driving mechanism noises a rub- 
ber-insulated driving disk has been incorporated in 
the single plate clutch. This insulation of the driving 
mechanism from the power impulse also assists in 
absorbing sudden strains. A further step to reduce 
vibration noises is found in the rubber insulated en- 
gine suspension used. The rear engine mountings, 
which are now also rubber-cushioned, consist of a 
bracket fitting into the frame channel and insulated 
from it by rubber. 

Another rubber insulator is mounted on the out- 
side of the frame web, between it and a metal plate, 
through which the engine support bolts pass. With 
complete engine insulation a short piece of cable is 
provided between one of the left rear support bolts 
on the engine and a steering gear bracket bolt, to pro- 
vide a ground connection for the electrical system be- 
tween the engine and the frame. 

Incorporated in the lighting system of the new “62” 
are twin filament headlights. The lighting switch 
mounted on the dash has only two positions, one for 
driving lights, the other for parking, three candle- 
power bulbs being provided in the headlamps for park- 
ing use. The twin filaments are, in turn, conveniently 
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controlled by a lever on the steering wheel. 

The instrument panel is one of the most interesting 
designs that has recently appeared on the market. 
The board is lacquered in two-tone colors to corre- 
spond with external body color schemes, while the 
panel, indirectly lighted, is finished in cream and 
trimmed in nickel. Speedometer and lighting switch, 
including the locking ignition switch, are placed at 
the extreme left and right respectively, the center 
holding the electrically-operated dash gasoline gage, 
and ammeter and oil pressure gage, the dash gasoline 
gage being effective only with the ignition turned on. 
Mounted above the instrument panel, in plain view, 
is the Fedco serial number plate, and below the panel 
are three buttons controlling the choke, manifold heat 
control valve and automatic vacuum-operated wind- 
shield wiper. 

Swinging type windshields are used on the open 
models and ventilating types, crank-operated on the 
closed cars. Windshield stanchions on the open cars 
are provided with a double wing nut at the top to se- 
cure the tops in place. Adjustment of the front seat 
on the phaeton is obtainable by throwing over a lever “ 
in front and at the bottom of the seat, operating a 
pawl. It is adjustable in six positions. 


Driving, Riding Comfort Increased 


Arm rests for the rear seats of the sedan and form- 
fitting seats provided by the use of saddle spring 
cushions have been incorporated to increase driving 
comfort, mohair upholstery being used on the closed 
cars with leather on the open models. 

Body lines have been improved through the use of 
lower streamlining and a downward curve of the roof 
at the rear of closed cars, the roof line being fol- 
lowed in the window design. 

Axles, frame, springs, tires, etc., are substantially 
the same as on the Model 60. 
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Left—Newly designed transmission for the Chrysler 62. 

The front end of the transmission main shaft is carried on a roller bearing. 

are employed at other places as shown, and bronze bushings carry the countershaft. Center—Details of 

the single plate clutch showing how the driving strain is transmitted through a composition disk. Right 

top—The rubber impregnated fabric disk used to absorb power impulses and so give smoother perform- 

Notice the scalloped edges of hub and rim plate to provide better stress distribution. 
bottom—Hydraulic brake master cylinder 





The transmission and clutch housings are 
Ball bearings 


Right 
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Locomobile Changes Its Junior 70 
L-Head-Engined 8-70 


@ 


Prices of Corresponding Models Remain as Before. Crankshaft 


has Five Main Bearings. 


Bore and Stroke of New 


Powerplant 2% x 434; Displacement 246./ 


By P. M. Heldt 


Locomobile Junior Eight, which hereafter will 
be known as the 8-70. Prices on the new series 
are as follows: 

Eight-70, 124-in. wheelbase—Chassis, $1,650; tour- 
ing car, $1,785; roadster, $1,895; sedan, $1,895; 
brougham, $1,895; collapsible coupe, $1,995. 

The 8-70 has an L-head type of engine, while the 
engine of the former Junior, also known as the 866, 
was of the valve-in-head type. The bore is 2% in. 
and the stroke 434 in., giving a piston displacement 
of 246.7 cu. in., and the engine is said to develop 70 
hp. at 3000 r.p.m. The cylinder block is cast integral 
with the crankcase, the unit being heavily ribbed. 
The rigidity of the block is further added to by divid- 
ing the crankcase below the crankshaft axis. 

Pistons are of the Nelson type of aluminum alloy 
with Invar struts. Connecting rods are made of drop 
forged steel, of I-section, and are heat-treated. The 
crankshaft is a drop-forging of medium carbon steel, 
heat treated, and is supported in five main bearings. 
Owing to the large diameters of the main bearings 
and crankpins and the large-section crank arms, it is 
extremely rigid. All bearings on the crankshaft 
are of the babbitt-lined type. At the forward end 
the crank is provided with a Lanchester torsional 
vibration dampener. 

The camshaft is forged with integral cams and 
is heat-treated and ground. It is supported in six 
bronze bearings and is driven from the crankshaft 
through a silent chain, with provisions for taking 
up slack due to wear. Valves are of silchrome. 

A Schebler carburetor fitted in connection with a 
special type of manifold and a carefully worked out 
hot spot is said to assure a supply of properly pro- 
portioned combustible mixture 
to the engine under all working 
conditions. The whole of the 


A. NUMBER of changes have been made in the 


of the conventional centrifugal type, and the 18 in. 
four-blade fan are combined and driven through a 
V-type belt. <A cellular radiator of large frontal arez 
is fitted. Engine lubrication is by the force feed 
system, oil being delivered under pressure to all maim 
and connecting rod bearings. 

A single plate clutch of the dry type with provisions 
made whereby it can be readily adjusted for wear, 
is used. The transmission, which gives three for- 
ward speeds and reverse, is incorporated with the 
engine. A transmission lock is located at the base 
of the shift lever. The shift lever knob is very con- 
veniently located at the right of the steering post. 

A Ross cam and lever steering gear is fitted, with 
a specially large reduction ratio to give ease of steer- 
ing with balloon tires. 

The drive is through a tubular propeller shaft of 
specially large cross section at the middle of its 
length, to obviate whirling at high speed. Two 
metallic type universal joints are incorporated in the 
drive. Torque and brake reaction are taken on the 
rear springs, which, like the front springs, are pro- 
vided with rubber shock insulators. 

The front axle has reverse Elliott steering heads 
and its knuckles are fitted with taper roller bearings. 
The rear axle is of semi-floating type, with ball and 
taper roller bearings throughout, the standard reduc- 
tion ratio furnished being 4.77 to 1. Bendix internal 
three-shoe brakes are fitted to all four wheels. These 
act on drums of 12 in. diameter and have a width of 
friction lining of 134 in., making the effective brak- 
ing surface per wheel 68 sq. in. All four of the brakes 
are applied by the brake pedal, while the emergency 
brake lever applies only the rear brakes. 

Front springs measure 37 9/16 by 2 and rear 
springs 58 by 2 in. and, as al- 
ready pointed out, all are mount- 
ed in rubber shock insulators, 


electrical system—starting, light- ~ 7" which the Locomobile company 
ing, and ignition—is of Delco- Locomobile 8-70 | 


Remy make. A storage battery 
of 6 volts and 142 amp. hr. capac- 
ity is used in connection with it. 
The generator has third-brush 
control and is driven by the 
front-end silent chain. The 
starting motor is located at the 
rear and engages the flywheel 
through a Bendix drive. The dis- 
tributor is of the semi-automatic 
type and is located above the 


generator. . 
The water circulation pump, 








Powerplant 


Type—“L” Head. 
Bore—27% in. 

Stroke—434, in. 
Displacement—246.7 cu. in. 


Power developed—70 at 
3000 r.p.m. 


Main bearings—5. 
Lubrication—force feed. 


has been using on passenger 
cars for several years. Artil- 
lery wheels are standard and are 
equipped with 31 by 6 in. six-ply 
balloon tires. 

Owing to the extensive use of 
oilless bushings and of rubber 
shock insulators on the springs, 
the number of chassis points 
calling for lubrication is far less 
than normally. Points needing lu- 
brication have Zerk fittings. An 


electric gas tank gage is mounted 
of on the instrument board. 
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Majority of Manufacturers View Windsor Plan Favorably— 
Opponents State Their Objections—No Action as 


Group to be 
By Lewis 


HE rapid rise of cooperative movements 

among dealers for the betterment of the great- 

est evil of the automobile business—the used 

car problem—is one of the outstanding de- 
velopments in the trade this year, and is causing con- 
siderable study and debate in the industry on whether 
or not car manufacturers should get together as a 
group and recommend certain definite plans to their 
dealers. 

Manufacturers as a usual thing have stood together 
in recent years on important questions, while dealers 
have been more or less at odds. However, in a num- 
ber of cities dealers are now working in unison trying 
out new experiments in the used-car merchandising 
field while the automobile manufacturers are looking 
anxiously on to observe the net results. At any rate, 
the vigorous handling of the used car situation by 
dealers bids fair to relieve, in part, at least, the re- 
sponsibility of the manufacturers in this respect, 
which has been growing steadily more onerous. 

One cooperative plan which has become more and 
more familiar to the industry in recent months is the 
Windsor Plan of merchandising used cars through 
price publicity in the newspapers, Waich has already 
been described 
in Motor AGE. 

Because of 
heavy advertis- 
ing expenses 
which usually 
exist in connec- 
tion with the 
Windsor Plan, 
it has been 
adopted far 
more extensive- 
ly in_ smaller 
| places than in 
| large cities. 
Whatever the 
merits of the 
plan may be, it 
certainly has 
had a notable 
| andrapid spread 
| among the 
smaller commu- 
nities. In three 
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D. S. Eddins, vice-president, 


| Olds Motor Works 

















Taken as Yet 


C. Dibble 


of the larger cities in which it has been adopted, 
Milwaukee, Akron and Indianapolis, free advertising 
rates have been granted by newspapers. Another 
interesting case is that of Fort Wayne, Ind., which 
is reported as being the only city in the United 
States where the plan was tried and dropped. Re- 
ports, however, indicate that the cause of this was 
the failure of the dealers to raise a sufficient adver- 
tising fund in advance to guarantee a good, fair trial. 
It is understood, however, that the plan is again be- 
ing placed in operation in Fort Wayne and that the 
necessary space for the advertisements is being do- 
nated gratis by the publishers of the newspaper. 
From all appearances, one of the great needs of the 
dealers in offering cars is to have a sales presenta- 
tion, aimed at securing free publicity. There are a 
number of arguments that can be given to news- 
papers along these lines but all dealer organizations 
are not sufficiently acquainted with newspaper ways 
to make the presentation. Besides the cities already 
mentioned in the United States which have adopted 
the Windsor Plan there are the following: Des Moines 
and Ottumwa, lowa, Louisville, Chattanooga, Little 
Rock, Toledo, Rochester and Elmira, New York; Min- 
neapolis, St. 
Paul, Rochester, 
Winona, Man- : 
kato and Mon- 
tevideo, Muinne- 
sota; Fargo, 
Bismarck and 
Grand Forks in 
North Dakota, 
and Chattanoo- 
ga and Duluth. 
The plan is 
still working in 
Windsor and 
has been adopt- 
ed in practically 
all the principal 
cities of Canada, 
including Sher- 
brook, Ottawa, 
Chatham, Wind- 


sor, Winnepeg, L. F. Murphy, general sales 
Saskatoon, Re- manager, Velie Motors Corp. 
gina, Vancou- | a 
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| R. S. Cole, general sales Paul G. Hoffman, vice-presi- E. H. McCarty, sales man- 
| manager, Hupp Motor dent, Studebaker Corp. ager of the Nash Mo- 
Car Corp. of America tors Co. 
| 
ver, Victoria, Toronto, Montreal, Edmunton, Leth- the operation of the plan there are of the opinion that 


bridge, St. John, Brantford, Hamilton and London. 

An important development in the Windsor Plan has 
been made by the dealers of Milwaukee and Des Moines 
who have worked out a system 


the Toledo dealers have an ideal program. 


A frequently heard objection is that the advertis- 


ing of prices will slow up sales, at least for a time, 


as the emphasis is placed on the 





whereby prices based on cars actu- 


trade-in rather than the new ear 











ally sold instead of quotations ob- 
tained by the various dealers mak- 
ing appraisals, are published. The | 
dealers of these two cities have | 
postcard forms which they fill out | 
with the selling price on a used car 
when a transaction is made. The 
secretary of the association aver- 
ages the prices, which come in from 
all dealers and not only from the 
dealer handling the particular make 
of car. By this means the tendency 
toward over-appraisal, which has 
been one of the big objections to 
the plan is overcome. 

But even this device is not neces- 
sary, according to the dealers of 
Windsor who declare the over-ap- 
praisals tend to be cut down overa_ | 
period of time as the guilty dealers | 
find themselves loaded with cars sis niacin 








C. W. Churchill, general sales 
manager, Buick Motor Co. 


and there is no chance to sell the 
| customer on a new car before 
breaking the bad news to him of 
the low price he is going to get for 
his used car. A mere examina- 
tion of prices may prove such a 
shock that a prospect will decide to 
run his old car rather than think 
any more of purchasing a new one. 
But against this is advanced the 
| thought that prospective buyers are 
« || bombarded with advertising and 
sales talks on new ears all the time 
and they have a general desire for 
and the feeling of prestige in the 
getting of a new car at whatever 
sacrifice of unused transportation 
in the old car. Furthermore, it is 
held that, even if there is a tempor- 
ary slowing up, in the long run the 




















trade and industry will be benefit- 





taken in at too high a price and in 

self defense they have to come down even where at the 
out et prices were fairly quoted. After a period of 
months a general cut could be made in these prices as 
it is held that the working of the plan has resulted in a 
general lower used car valuation that is benefitting the 
trade. 

Still another important development in the plan has 
been effected in Toledo where the dealers run the ad- 
vertisements under the auspices of the Better Busi- 
ness Bureau, the idea being to give to the public a 
greater guarantee of the authenticity of the quota- 
tions. The Toledo dealers are also understood to ar- 


rive at their appraisals by having committees repre- 
senting various price groups meet and thresh out this 
point. 


Persons who have visited Toledo and observed 





ted through the education of the 
public to not demand excessive trade-in allowances, say 
the advocates of the plan. 

Again it is said that dealers, locally, or through pres- 
sure from their factories, may withdraw if the second- 
hand value of their cars as advertised makes such a bad 
showing that sales are adversely affected. Of course a 
small number of such withdrawals need not wreck the 
plan as the remaining dealers can quote prices on the 
lines that they have withdrawn and where there is 
a price reporting system there will still be an average 
price on the line. On the other hand the cost burden 
on the dealers that remains in the plan, where the 
advertising is paid for, will be a serious factor. Many 
believe that in the long run the newspapers will be 
obliged to print the prices as a matter of news, just 
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as they now print stock quotations. 





mend the adoption of the plan, it 





The point is made that with the pos- 
sible alesediiete of the larger cities 
there are probably more persons in- 
terested in used cars than in stock 
market quotations. 

Another objection against the plan 
is that it strikes very seriously at 
the small producer or the producer 
that has made a drastic change in 
models, and therefore, whose used-car 
prices show up very badly. This is 
not a universal condition. It is said, 
on the other hand, that some small 
producers have very excellent used- 
car values, especially those who are 
making good headway in development 








seems to us that it should rather be 
put up to the dealer bodies by the 
National Automobile Dealers’ Associa- 
tion and other such organizations.” 

M. L. Buck, used-car manager of 
the Oakland Motor Car Co., states 
that his company is recommending 
the Windsor Plan to Oakland and 
Pontiac dealers. 

“In my opinion the Windsor Plan 
is the most constructive idea in the 
used-car field that has ever been in- 
troduced because it gives a certain 
guide for all concerned to go by.” 

L. G. Peed, sales manager of Willys- 








of sales. Even strong companies in 
the high-priced field find a heavy rate 
of depreciation in used cars but they 
are able to sell their customers on 





Sid Black, vice-president, 
Chandler-Cleveland 
Motors Corp. 


Overland, Inc.: “Personally I am in 
favor of the Windsor Plan on the 
ground that it cannot make conditions 
any worse, and may contribute to 














making them better. 





prestige and pride of ownership, 
with the price consideration secondary. 

Again it is pointed out that dealers in some lines have 
a trade-in allowance which enables them to appraise cars 
above their value more safely than the dealer not so 
favored. This is no new condition, of course, and it 
may be that advertisement of prices would not aggra- 
vate its seriousness. However, this, like all other ob- 
jections based on over-appraisals, is overcome by the 
price reporting system. Along the same lines is the 
point that strong manufacturers occasionally feel the 
need and have the power to use the big stick over their 
dealers to raise trade-in allowances to aid in the relief 
of an over-produced condition, either on the whole line 
or on a particular model. 

Again where the price reporting system is used a 
dealer could not raise his appraisal; he would have 
to withdraw entirely, and even so his prices would 
continue to be quoted. If the plan continues to be 
extended and gains strength it might be summed up 
in the thought that a dealer’s line of cars has to be 
in the advertisement or he suffers loss of standing, 
just as a company does when its stock is stricken from 
the board of an exchange. 

In a survey conducted among manufacturers a di- 
versity of opinion on the Windsor Plan was found, 
much of which has been herein already set forth. One 
thing stood out in making this study, and it is to be 
regretted, and that is that most manufacturers who 
oppose it specify that they be not put on record at 
this time while those who are for the Windsor Plan 
or are at least in a neutral position and are still stu- 
dying it, were willing to be quoted. 

J. S. Gardner, assistant general sales manager of 
the Gardner Motor Co., had the following to say: 
“After considering its advantages and possibilities I 
would say that our attitude is favorable to the Wind- 
sor Plan, as it would naturally be to any scheme that 
successfully controls used-car prices and provides a 
quicker turnover. 

“In general we would encourage our dealers to en- 
ter the plan, but the community surrounding each 
dealer calls for specific recommendations as the cases 
come up and there would be no object in our fostering 
the idea of a Gardner dealer going in on it if it was 
obvious at the start that the other dealers in the com- 
munity are not for it. 

“Instead of it being a problem for the manufactur- 
ers to enter into as a group or ifidividually to recom- 


“Wherever the Windsor Plan is 
recommended to the dealer organization, we encourage 
our dealers to participate.” 

Mr. Peed believes it would be a fine thing if the auto- 
mobile manufacturers could get together as a group and 
endorse the plan, but expresses the opinion that it prob- 
ably would be impossible to get such action out of the 
manufacturers as a whole. 

C. W. Churchill, general sales manager of the Buick 
Motor Co., is another executive who is favorable to the 
Windsor Plan. He believes that the plan is not the solu- 
tion to the used-car situation, but that the Windsor 
Plan has sufficient merit in it to relieve at least existing 
conditions. 

“To date we have heard very favorable reports on the 
plan,” said Mr. Churchill. “Certainly anything that can 
relieve conditions seems worthy of a trial.” 

E. H. McCarty, general sales manager, Nash Mo- 
tor Co.: “We are willing to recommend any used-car 
plan that will help our dealers merchandise used cars 
in a better way. We are not convinced that the Wind- 
sor Plan will do what is claimed for it. We have been 
willing to cooperate and encourage our dealers to en- 
ter with other dealers in those cities where the Wind- 
sor Plan was to be tried, feeling that the best way to 
learn whether the plan had real merit or not was to 
have it tried and let results prove its worth. 

“We have no desire ourselves to recommend a gen- 
eral adoption of this plan until it has been given a 
more thorough try-out.” 

D. S. Eddins, vice-president and general sales man- 
ager of the Olds Motor Works says: “We believe if 
properly handled the Windsor Plan is a step in the 
right direction. We have recommended it to dealers 
as something worthy of a trial, and, while it is some- 
what new, our dealers who are participating in it have 
spoken well of it.” 

R. 8. Cole, general sales manager, the Hupp Motor 
Car Corp., is another well-known automotive execu- 
tive who is favorable to the plan. 

“The Windsor Plan has made great gains and we 
are recommending it to our dealers,” said Mr. Cole. 
“We believe its adoption would relieve the used-car 
situation and would educate the public with what they 
should get for a used car. It is the best general plan 
for use in the whole United States, in our opinion.” 

R. H. Grant, vice-president in charge of sales of the 
Chevrolet Motor Co., is another executive who sees 
in the Windsor Plan relief for the used-car situation. 
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“I am favorable to the Windsor Plan and I believe 
any commodity with as broad a sale as used automo- 
biles needs constructive work to stabilize the mar- 
ket,” he said, in discussing the plan. Mr. Grant de- 
clares that Chevrolet has received many favorable 
reports from dealers and the company is giving con- 
siderable attention to a study of the situation. 

Sid Black, general sales manager, Chandler-Cleve- 
land Motors Corp.: “We do not know enough about 
the Windsor Plan at the present time to give an idea 
of our attitude toward it. We should be inclined to 
encourage any plan which would be helpful to the 
dealers in handling their second-hand cars or their 
trade-in proposition. 

“If it were possible for the dealers’ associations, in 
each town, to stick together and work in harmony, 
we believe the manufacturers might be able to agree 
on some ideal, but from what I have learned since 
I have been in business, the dealers will not stick to- 
gether—and it has been tried in a great many towns 
in this country. 

“We have no fault to find with the Windsor Plan, 
and no recommendation to make.” 

L. F. Murphy, general sales manager, Velie Motors 
Corp.: “I can assure you, while the merits of the 
Windsor Plan are as yet problematical, we are very 
interested in learning to what extent its benefits can 
stabilize trade-in appraisals and used-car values. 

“A few of our dealers are associated with the op- 
eration of this plan in the middle west and have re- 
ported encouraging indications. 

“In view of the fact that the success of the Windsor 
Plan depends considerably on the organization of lo- 
cal dealers, it hardly appears possible for manufac- 
turers to act, except in a body. 

“It is very evident to me that factory trading al- 
lowances or other periodic concessions which encour- 
age exorbitant allowances on trade-ins do not further 
the stabilizing influence this plan appears to offer.” 

C. Alfred Campbell, sales development manager, 
Stutz Motor Car Co. of America, Inc.: “It is my per- 
sonal opinion after having perused the Windsor Used 
Car Plan that it has certain possibilities through which 
the dealer can benefit. If any one of our distributors 
should write me stating that they were contemplat- 
ing the Windsor Plan in their city and asking for my 
advice I would say: ‘Go into it,’ don’t believe the Wind- 
sor Plan has yet reached a stage where the manufac- 


turers as a group should try to force the dealers into 
using it.” 


Thinks Group Action Best 


F. B. Walker, general sales manager, Franklin Au- 
tomobile Co.: “The attitude of our company toward 
the Windsor Plan is favorable. 

“We think that automobile manufacturers either as a 
group or individually should sponsor the plan with their 
dealers. We believe that group action will be for the 
best interest of all concerned and will result in a more 
uniform adoption of a plan which we consider to be 
helpful. 

“We do not look upon the plan as the solution of 
the so-called used-car problem, but we do believe that 
it will be helpful in stabilizing used-car prices.” 

J. W. Hutchins, used-car manager, Dodge Brothers, 
Inc.: “We are for the Windsor Plan. As we see it, 
it is the first thing that has been done to educate the 
public and anything that can be done to educate the 
masses on the value of used cars is valuable.” Mr. 
Hutchins stated that Dodge is recommending that its 
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dealers enter the plan in cities where it is being in- 
augurated. 

J. E. Fields, vice-president in charge of sales of the 
Chrysler Sales Corp., states that the Chrysler organ- 
ization is favorable to the Windsor Plan. 

“The one outstanding thing about the Windsor Plan 
which appeals to me is that it does not involve com- 
plicated agreements. Anything that will tend to ed- 
ucate the public with what the price of used cars are, 
is in my opinion a good thing.” 

Lynn McNaughton, vice-president, Cadillac Motor 
Car Co.: “I am thoroughly in favor of the Windsor 
Plan provided it works out as it has in the cities 
where it has already been tried. It looks favorable, 
is not suggestive as a panacea for the used-car prob- 
lem but is suggestive as a help and it will be a help 
to every honest automobile merchant.” 


Hoffman Summarizes Objections 


Paul G. Hoffman, vice-president of the Studebaker 
Corp. of America, summarizes what may be consid- 
ered the chief objections of manufacturers who do 
not look upon the plan with favor. 

“Let me first state,” says Mr. Hoffman, “that we 
have issued no dictum to our dealers advising against 
going into the Windsor Plan. 

“It is our belief, however, that the Windsor Plan 
contains elements of disadvantage which more than 
offset its advantages: 

“1. The Windsor Plan undertakes through the 
broadcasting of information in reference to used-car 
values, to assist dealers in securing trade-ins at lower 
prices. The plan provides that the information as to 
fair resale prices on a given make of car, shall be ob- 
tained from the dealer representing that car. If the 
prices given by the dealer are accepted without chal- 
lenge, there is no assurance that they will be accurate. 
As a matter of fact, the dealer with the long discount 
can well afford to set forth a fictitiously high resale 
price on his product for he would be willing to pay 
that price if he were called upon to accept it in trade. 
If the quotations as to resale prices were challenged, 
hard feeling is likely to result. To summarize, the 
success of the Windsor Plan is based on securing ac- 
curate and truthful information from all dealers who 
subscribe. Experiences would indicate that such a 
result is not generally obtainable. 

“2. The element of uncertainty as to the successful 
operation of the Windsor Plan, dictates the wisdom of 
carefully considering the situation that exists where 
the plan has been started and failed. Inevitably ran- 
cor, distrust and ill-feeling among dealers are in- 
creased, and unhealthy competition is stimulated. 

“3. For the automobile industry as a whole, the 
advertising of used-car prices is quite apt to have 
a discouraging effect on the new-car market. It is a 
general axiom of the business that the new car 
should be thoroughly sold before there is any discus- 
sion of a trade-in price. The Windsor Plan reverses 
this. By the advertising of resale prices, it purports 
to deflate the expectation of a customer with a car 
to trade. There is at least a strong possibility that if 
it succeeds in its purpose, the inclination toward a 
new car purchase may be similarly deflated.” 

Certainly the views of the various sales executives 
above are interesting, and, whether the manufactur- 
ers act or not, a survey of the country shows that 
dealers in enough cities are now considering the plan 
to indicate that it will receive much more wider adop- 
tion than now exists. 
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Dont ACiss an Opportunity to (ast 


your ballots in the 


—MNMotor World Wholesale 
$2.07522 Popularity Contest 


The United States is divided into nine 
zones, as follows: 


NEW ENGLAND: Maine, New Hampshire, 
Vermont, Rhode Island, Massachusetts, 
Connecticut. 


MIDDLE ATLANTIC: New York, New 
Jersey, Pennsylvania. 


SOUTH ATLANTIC: Delaware, Maryland, 
District of Columbia, Virginia, West 
Virginia, North Carolina, South Carolina, 
Georgia, Florida. 


EAST NORTH CENTRAL: Ohio, Indiana, 
Illinois, Michigan, Wisconsin. 


EAST SOUTH CENTRAL: Kentucky, Ten- 
nessee, Alabama, Mississippi. 


WEST NORTH CENTRAL: Minnesota, 
Iowa, Missouri, North Dakota, South 
Dakota, Nebraska, Kansas. 


WEST SOUTH CENTRAL: 
Louisiana, Oklahoma, Texas. 


MOUNTAIN: Montana, Idaho, Wyoming, 
Colorado, New Mexico, Arizona, Utah, 
Nevada. 


PACIFIC: Washington, Oregon, California. 


Members of the retail trade who purchase 
from jobber and distributor salesmen are 
asked to cast their ballots for the salesman 
who stands highest in their favor. 


Contests are being conducted in each of 
the above nine zones. In each zone there will 
be three cash prizes to the three salesmen 
who receive the first, second and third highest 
number of votes. Zone prizes are for $100.00, 
$50.00 and $25.00 each. 


For the zone first prize winner who receives 
more votes than any other zone contender 


Arkansas, 


there will be an additional, or master prize, 
of $500.00. 


In event of a tie for master prize, or first, 
second or third prizes in any zone, each tieing 
contender will receive a cash prize of equal 
amount. 


Contest opens July 1, and will close on Oct. 
15, 1927. 


Voting coupons appear in all regular 
issues of Motor Age, Automobile Trade 
Journal Commercial Car Journal and the 
Chilton Catalog & Directory up to and in- 
cluding Oct. 6, 1927. 


Help your favorite wholesale salesmen to 
a winning position in this $2,075.00 popu- 
larity contest. Use the coupon NOW. 
Address it to Contest Editor, Motor World 
on Chestnut and 56th Sts., Philadel- 
phia. 








| MOTOR WORLD WHOLESALE 
| Popularity Contest for Wholesale 


| Automotive Salesmen 


_ Contest Editor 
| Motor World Wholesale 
| Chestnut & 56th Sts., Philadelphia 


In the wholesale automotive salesmen’s popularity 
| and efficiency contest I vote for: 


| Ee ee AE ET Pee a 
| Name of his firm 
| His firm’s address 
| EE ae TC, CLLR aE LOU EEE MENT ae 
| Your firm name 
0 ET 
M. A., June 30—This ballot is for ONE vote. | 
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Above is the Studebaker truck chassis 
fitted with express body, and at left 
with the panel body 
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Studebaker 
Enters 


‘Truck Field With Two Units 


List Price is $1,195 for Either Body Style. Chassis Has 
113-in. Wheelbase and Four-Wheel Brakes 


HE Studebaker Corp. of America has entered 

the commercial car field with two %-ton delivery 

cars on the Studebaker chassis, listing at $1,195 
f.o.b. factory. Both of these delivery cars are mounted 
on the 113-in. wheelbase chassis, powered with the 
six-cylinder engine and are equipped with four-wheel 
brakes. These cars have been brought out to fill the 
need of merchants who must carry moderate loads at 
frequent intervals and who are likely to have to 
operate over a considerable distance. Consequently, 
the design has been developed with an eye to rugged- 
ness, speed and safety. 

As will be seen, both of these models are of attrac- 
tive appearance. Care has been used in the design 
to keep the wheel housings as narrow as possible in 
order to prevent interference with load on the inside 
of the body. The inside dimensions are 77 in. from 
the back of the driver’s seat to the rear door; 54 in. 
from side to side, with a height of 514% in. The load- 
ing space totals 123.9 cu. ft. 

The bodies are constructed of hard wood, carefully 
ironed with joints bolted for maximum strength and 
quietness. The side panels of the panel body models 
are made of sheet steel turned at the top to give an 
unbroken surface. From roof to floor 2% in. flaps 
protect the body panel on the inside. While the inte- 
rior dimensions of both models are the same, the ex- 
press type car with the wire screen has a drop-end tail 
gate which fits flush with the body side and may be 
carried in a horizontal position, thus making it pos- 
sible to carry long, or bulky articles. The steel-cov- 
ered side panels of this car are 14 in. high and are 
topped with an 8-in. flare board. 

Considerable thought has been given to the com- 
fort of the driver. Both cars are equipped with wide 
doors which make it easy to enter or leave the driving 





compartment. Comfortable tilted seats, well padded 
and covered with leather fabric of Spanish design, 
are provided. The interior of the driver’s compart- 
ment is trimmed with the same material. Mounted 
in an oval group under glass and indirectly lighted on 
both sides, are the following instruments: Speedom- 
eter, hydrostatic gasoline gage, engine thermometer, 
ammeter and oil pressure gage. The front windows 
are equipped with noiseless regulators and window 
vibration is eliminated by the use of felt-lined panels. 
The windshield is of the one-piece type, fitted with 
an automatic cleaner. A rear-vision mirror is pro- 
vided. The equipment includes nickel-plated front 
bumper, twin-beam acorn headlights, controlled by 
a switch on the steering wheel and rear traffic signal 
light and spare tire carrier. 

The bodies are finished in lacquer with contrasting 
belts and pin stripings. Color combinations are offered. 

The engine is of 3% in. bore by 4% in. stroke. 
This is an L-head type engine designed and man- 
ufactured entirely by Studebaker. The full-rated 
horsepower is developed at 2200 r.p.m. The cylinder- 
head is detachable. Cast-iron pistons with four pis- 
ton rings and 10-in. connecting rods are carefully bal- 
anced up in order to insure a smooth running engine. 
The connecting rod bearings are cast babbitt. The 
wrist pins are “%-in. in diameter and turn in bronze 
bushings. The crankshaft is machined on all sur- 
faces and carefully balanced and is carried on a total 
main bearing surface of 18144, sq. in. The valves are 
1% in. in diameter and have a lift of 5/16 in. and are 
inclined toward the center of the cylinder at a 20 
deg. angle. Lubrication is of the four-speed design 
and is supplied by a gear-driven pump. Battery 
ignition is used and a complete starting and lighting 
system is a part of the regular equipment. 
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Grass 1s Much Cheaper Than /wice, 
says VY yoming Garageman 


By Tom Wilder 

















STORAGE ! 












































































































































































































































125'-O . 
Ir -—-1 TOC 1&4 --74 Pw owe og [TOILET 3. 
| at KYLT\ I ¥ 1 & oe T SKY LT IN ~ WASH RM.) 
| ; = — . “ Wal} _4 i — —-|—j— ‘J 
| . all i o| | OVERHAULING | SERVICE 
il : EQUIPMT 
~ \ PARTS i 
OVERHEAL ae 
' 
ee ee : 
1, pSKYLT | 
ideal eee ale ae a 
RAGE 
xX |X woe has 
t 
ena 6 MINOR REPAIRS 
PAINT 
ENCH 
10 20 30 40 50 MoTOR AGE 


12' ALLEY FEETO 








BUILDING 


anes 














GARAGE PLAN 718 
FOR M°GEE AUTOCLINIC 
SHERIDAN WYOMING 








The storage spaces marked X are the overflow spaces to be filled last, but even with them full there is a wide aisle 


ELDOM have we met a garageman 

who did not wish that he had con- 
tructed his building somewhat differ- 
ently. 

Our lot 66x 125 faces the east. On 
the north side 12 ft. distant is a two- 
story building 50 ft. long. There is an 
alley at the rear of the lot and we 
sincerely hope that your plans will an- 
ticipate garage needs of at least 10 
years. Our desire is that the showroom 
be small and separated as much as pos- 
sible from the other departments. No 
evident tie-up between car display room 
and other departments is sought—be- 
cause our objective is not car sales but 
maintenance, washing, painting and 
storage. 

We want walls to support a second 
story in the event business warrants. 
Our shop must be especially well pre- 
pared for about six stalls. The heating 


plant in the basement. Easy drive-outs 
clear through and parts, supplie§$ and 
accessory salesroom are important. Use 


lots of glass because juice is high.— 
McGee Auto Clinic, Sheridan, Wyo. 


OUR 12-ft alleys are not of great 
} value to your property as means 
of approach since they are not 
wide enough for two cars to pass, and 
unless unusually wide doors are pro- 
vided cars could not turn into the build- 
ing without danger of damaging the 
door frames. We would suggest that 
you forget the alleys entirely and de- 
pend on a wide, double entrance in 
front. There is, however, a way of 
making a drive-through by widening 
the alley at the side as shown, so that 
cars will have no trouble turning into 
it and there will be no possibility of 
its being blocked. As can be seen this 
will take storage space sufficient for 
four cars and we think the extra space 
added to the alley would be more valu- 
able added to the center aisle. 
Your remark about “lots of glass” 
and “juice being high” has the thought 


for a good slogan and we have used it 
in the heading for this article—in fact 
it is a very valuable thought and you 
will undoubtedly see it again, as it is 
an idea that many men have trouble 
understanding. 

In order to make it more compact 
the shop has been divided into two 
parts, one for minor repairs and one 
for major jobs or overhauling. The 
latter is located nearer to the special 
equipment and is to be provided with 
overhead track and chain hoist. 

Since you do not want a sales’ office, 
the only office that has been provided 
is the shop or service office and it has 
been arranged in conjunction with the 
stockroom. 

If your maintenance business in- 
creases it can be extended along the 
alley side, absorbing some or all of the 
storage space as it will undoubtedly 
pay better than storage. 

Skylight has been provided to light 
the dark side of the building, the aisle 
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Electrical Data on Ol/dsmobile 1927 
Model 30, Series E 
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HEAD LIGHT 


GENERATOR—Delco-352 Brush Spring Tension—36-40 oz. 
Performance Data—Gen. hot. IGNITION—Delco Distributor 5284. 
Minimum 7% amp. at 1050 r.p.m. Lock Coil 2198 


Maximum 18 amp. with the thermostat closed. 


With the thermostat open the rating is: Data for Automatic Curve: 





Minimum—8 amp. at 1500 r.p.m. R.P.M. Degrees of Flywheel 
Maximum—12 amp. a ee w%- 4% 
Brush Spring Tension—16-20 oz. 1000 ...... 6... ee eee oy - 4 
Third Brush Adjustment—Loosen nut on stud which 1400 .... 6... eee eee as. - 
extends through end bracket. Nut is on the out- 1800 ............-0 ee, 16 - 20 
side of bracket. Moving stud changes third 2200 ................. 20 - 24 
brush position. Tighten nut after getting proper 2 | 26 = - 30 
adjustment. Contact Separation—.020 to .027 in. 
Contact Arm Spring Tension—13-16 oz. 
STARTER—Delco type-354 CIRCUIT BREAKER 
Rotation clockwise from commutator end. Operates at 25-35 amp., continues vibrating at 10-15 
Connection to Engine—Bendix drive. amp. 
Running Free—45 amp. 
Lock Torque—15 Ib. ft. at 3.5 volts. ag Beng Lie a a ie Se ee 








and the back sides of cars facing the not be considered together. It might of car sales it is suggested that instead 
alley windows, as your slogan, glass is be better in case you need more room of having a showroom you use the space 
cheaper than juice, applies with even to build another larger building and for an accessory store with a broad dis- 
more force to skylights than to side dispose of this'one, unless you can pick play window. Otherwise you can stock 
windows, which are often hidden be- a dull time when you would not suffer accessories with parts and display them 


hind trees and adjacent buildings. from being practically out of business inside at the expense of storage. An- 
We have made no effort to provide for a few months. other alternative would be to move the 
for the addition of a second floor, as the As your space for storage is some- parts department to the front, making 


problems are so different that they can- what limited and you do not make much it larger to accommodate accessories. 
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New Accessories and Devices 








De Luxe Imco Trunk 


VERY attractive trunk has been 

added to the line of the Detroit 
Metal Specialties Corp., 1651 Beard 
Ave.. Detroit. This new trunk is of all 
steel construction which is said to elim- 
inate all danger of sweating, warping 
or mildewing. A full length piano-hinge 





secures a one-piece drawn steel crown 
cover to this trunk. Rubber weather 
stripping makes this water-and-dust- 


tight. This is available in any shade 
of lacquer to match any car, or may be 
had in black enamel, if desired. 
Regular equipment includes heavy 
brass nickel-plated clasp lock. Straps 
and leather handles as shown are fur- 
nished in tan, black or other colors. 





Visor- Vents 
RODUCTION is now fully under 
Way on a new type of door and 

window ventilator called Visor-Vents. 
These are being produced by the Cellu- 
craft Company, of 1709 W. Austin Ave., 
Chicago, Ill. The moderate price and 
ease of installation, are strong selling 
features while the comfort and protec- 
tion which these Visors afford are the 
things which keep this product sold. 
The installation is exceedingly sim- 
ple. To install it it is merely neces- 
sary to place the Visor-Vent metal 
frame into place in the window groove 





and by means of two knurled nuts, 


tighten it in place. The visor can then 
be laid in place on the frame and as 
it is purposely made oversize, can be 
trimmed down with a pair of scissors 
to fit any size window, up to 25% in. 
If the windows are larger than that, 
the No. 2 size visor may be had, which 
will handle widths up to and including 
33% in. 

The visor itself is made of Flexa- 


glaze and is said to be extremely dur- 
able and to hold its lustre in spite of 
washing. These visors in either No. 1 
or No. 2 size, list at $4.85 a pair. 


Alvord-Polk Screw Plate 


A SPECIAL garage and automobile 
4 service station screw plate set is 
being put on the market by the Alvord- 
Polk Tool Co., of Millersburg, Pa. This 
is known as the No. 700 set and con- 
sists of the following pieces: 

Nine sizes of taps and dies, including 
14 in. 28 thread; 5/16 in. 24 thread; % 
in. 24 thread; 7/16 in. 20 thread; % in. 
20 thread; 9/16 in. 18 thread; % in. 
18 thread; % in. pipe tap; \% in. pipe 
tap. 

The dies are 1% in. in diameter and 
have collets. The stock and tap wrench 
are both 15 in. long. In addition to 
the parts named there are also three 
screw extractors, being Nos. 1, 3 and 5, 








taking drill sizes, 5/64 in., 5/32 in. and 


17/64 in. The price of the screw plate 
set complete in a hardwood box, is 
$29.50. 





Gladish Electric Hoist 


HE American Hoist Co. of Chatta- 

nooga, Tenn., announces that the 
Gladish electric auto elevator is now in 
use in more than 28 states by over 300 
filling stations and garages. The par- 
ticular appeal of this hoist is the abso- 
lute safety of the 
screw-lifting mech- ors 
anism which is run 
by an electric mo- 
tor. 

Another feature 
of this equipment 
is the fact that the 
installation is ex- 
ceedingly simple, 
requiring no _ pit. 
The car to be serv- 
iced does not have 
to be driven up a 
steep incline but is 
merely driven onto 
the hoist and the 
electric motor does 
the rest. The presi- 
dent of the Ameri- 
can Hoist Corp. is 
Walter L. Marr. 





Dyett Luggage Carrier 


LUGGAGE earrier with wide 
4 range of usefulness is the im- 
proved model of the Dyett adjustable 
carrier. This is made by the Dyett 
Auto Products Corp., Little Falls, N. Y., 
and is available in two models. The 
standard model is adjustable to running 

















boards from three to five feet in length 
and sells at $4. 

The Junior model is made for Fords 
and other small cars, is not adjust- 
able in length and sells at $3. The 
particularly interesting feature of this 
carrier is that it can be adjusted so 
as to hold a small suitcase snugly or 
to accommodate an unusually large 
load of material. Not only is it ad- 
justable for loads of different sizes 
but when not needed can be folded 
flat onto the running board so that it is 
entirely out of the way. The construc- 
tion is such that rattles are entirely 
avoided. 





Port-O-Vac 


ORT-O-VAC is a_ new, portable 

vacuum cleaner combining excep- 
tional compactness with surprising suc- 
tion. It is being placed on the mar- 
ket by the Johnson Motor Products Co., 
308 N. Sheldon St., Chicago, and sells 
at $31.67. This machine is equipped 
with a % hp. General Electric motor. 
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New Lincoln Brake System 
Details 


Please show the new brake system as used 
and tell where the ad- 
justments are made.—H. R. Ross, 4172 Broad- 
way, Oakland, Calif. 


on the Lincoln car, 


HE phantom illustration shows the 

brake linkage used on the present 
Lincoln cars. The curved lever in back 
of the foot pedal is the equalizer be- 
tween the front and rear wheel brakes. 
This lever is so proportioned that 45 
per cent of the braking effort is trans- 
mitted to the front wheels and 55 per 
cent to the rear wheels. This ratio is 
fixed and non-adjustable. All the rods 
connecting the brake cross shafts, etc., 
are solid end rods, thus the distribu- 
tion of braking power cannot be 
changed by adjustment of the rods. All 
adjustments are to be made at the 
brake by the setting of the shoes and 
the setting of the ball nut on the pull 
rod at each brake drum. There is no 
equalizer between the two front and 
two rear brakes, these being operated 
together with the cross shafts. Each 
end of the front and rear cross shafts 
is carried in a spherical joint at the 
frame side member. This construction 
prevents any tendency toward binding 
of the cross shafts and brake linkage 
due to weaving of the frame side mem- 
bers if the brakes are applied when the 
car is traveling over rough roads. 

Ordinary adjustments, necessitated 
by natural wear of the linings, are 
made by taking up on the ball nut on 
the end of each brake pull rod. Make 
sure that cross shafts and linkage are 
perfectly free and lubricate all yoke 


Adjusting nut 


pins. Jack up all four wheels. Turn 
up the ball nut on the end of the 


brake pull rod until the brake starts 
to drag and back off the nut until the 
wheel turns freely. Repeat this pro- 
cedure on each wheel. With the brake 





slightly depressed, check the 


pedal 
equalization of the two front wheels by 


turning the wheels forward against 
the braking action. If the brakes are 
unequal, back off the ball nut on the 
tight side and take up on the loose one 
until a satisfactory result is obtained 
and wheels revolve freely with brakes 
off. Repeat this operation on the rear 
wheels. Test the brakes and readjust 
slightly if necessary. It should be pos- 
sible to lock all four wheels on dry 
pavement with the car going straight 
ahead. The rear wheels, of course, will 
lock somewhat ahead of the front ones. 

When the brake linings have worn to 


the extent where adjustment causes the 
brake operating levers to stand at a 
very nearly vertical position with the 
brakes released, it will be necessary to 
make an adjustment as outlined below: 

With brakes released, loosen the jam 
nut on the brake shield and turn the 
eccentric in the direction of wheel 
travel until the brake drags at this 
point. Then back this up until the 
wheel revolves freely. Hold the eccen- 
tric in this position and tighten the jam 
nut. Check to see that the wheel turns 
without dragging. Clearance should be 
approximately .010 by feeler at points 
“B”’. Remove the ball nut from the end 
of the brake pull rod and disengage the 
pull rod from the lever. Mark the 
brake operating lever with reference 
to a certain serration on the shaft, 
loosen the lever clamping screw, drive 
the lever off the shaft, move the lever 
three serrations forward on the front 
brakes and backward on the rear and 
assemble. On the front brakes jack 
up front end of frame to give clearance 
for driving off lever. See that the 
levers for the two front brakes stand 
at approximately the same angle and 
those for the rear at the same angle. 
If this is not the case it will be diffi- 
cult to equalize the brakes due to the 
difference in leverage caused by the 
varying lever positions. 

After the above adjustments have 
been made, the center line of the brake 
operating lever should form an angle 
of from 60 deg. to 70 deg. with the 
brake pull rod when brakes are re- 
leased. 

Adjust and equalize brakes as out- 
lined previously. 


View showing take-up hnkage between 


external and internal rear brakes 
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New Accessories and Devices 








De Luxe Imco Trunk 


VERY attractive trunk has been 

added to the line of the Detroit 
Metal Specialties Corp., 1651 Beard 
Ave.. Detroit. This new trunk is of all 
steel construction which is said to elim- 
inate all danger of sweating, warping 
or mildewing. A full length piano-hinge 





secures a one-piece drawn steel crown 
cover to this trunk. Rubber weather 
stripping makes this water-and-dust- 


tight. This is available in any shade 
of lacquer to match any car, or may be 
had in black enamel, if desired. 
Regular equipment includes heavy 
brass nickel-plated clasp lock. Straps 
and leather handles as shown are fur- 
nished in tan, black or other colors. 





Visor- Vents 
RODUCTION is now fully under 
Way on a new type of door and 

window ventilator called Visor-Vents. 
These are being produced by the Cellu- 
craft Company, of 1709 W. Austin Ave., 
Chicago, Ill. The moderate price and 
ease of installation, are strong selling 
features while the comfort and protec- 
tion which these Visors afford are the 
things which keep this product sold. 
The installation is exceedingly sim- 
ple. To install it it is merely neces- 
sary to place the Visor-Vent metal 
frame into place in the window groove 








and by means of two knurled nuts, 
tighten it in place. The visor can then 
be laid in place on the frame and as 
it is purposely made oversize, can be 
trimmed down with a pair of scissors 
to fit any size window, up to 25% in. 
If the windows are larger than that, 
the No. 2 size visor may be had, which 
will handle widths up to and including 
33% in. 

The visor itself is made of Flexa- 


glaze and is said to be extremely dur- 
able and to hold its lustre in spite of 
washing. These visors in either No. 1 
or No. 2 size, list at $4.85 a pair. 


Alvord-Polk Screw Plate 
A, SPECIAL garage and automobile 
y 


service station screw plate set is 
being put on the market by the Alvord- 
Polk Tool Co., of Millersburg, Pa. This 
is known as the No. 700 set and con- 
sists of the following pieces: 

Nine sizes of taps and dies, including 
1%, in. 28 thread; 5/16 in. 24 thread; %% 
in. 24 thread; 7/16 in. 20 thread; % in. 
20 thread; 9/16 in. 18 thread; % in. 
18 thread; % in. pipe tap; % in. pipe 
tap. 

The dies are 1% in. in diameter and 
have collets. The stock and tap wrench 
are both 15 in. long. In addition to 
the parts named there are also three 
screw extractors, being Nos. 1, 3 and 5, 








taking drill sizes, 5/64 in., 5/32 in. and 


17/64 in. The price of the screw plate 
set complete in a hardwood box, is 
$29.50. 





Gladish Electric Hoist 


HE American Hoist Co. of Chatta- 

nooga, Tenn., announces that the 
Gladish electric auto elevator is now in 
use in more than 28 states by over 300 
filling stations and garages. The par- 
ticular appeal of this hoist is the abso- 
lute safety of the 
screw-lifting mech- 
anism which is run 
by an electric mo- 
tor. 

Another feature 
of this equipment 
is the fact that the 
installation is ex- 
ceedingly simple, 
requiring no _ pit. 
The car to be serv- 
iced does not have 
to be driven up a 
steep incline but is 
merely driven onto 
the hoist and the . 
electric motor does 
the rest. The presi- 
dent of the Ameri- 
can Hoist Corp. is 
Walter L. Marr. 
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Dyett Luggage Carrier 


LUGGAGE  earrier with wide 

range of usefulness is the im- 
proved model of the Dyett adjustable 
carrier. This is made by the Dyett 
Auto Products Corp., Little Falls, N. Y.., 
and is available in two models. The 
standard model is adjustable to running 














boards from three to five feet in length 
and sells at $4. 

The Junior model is made for Fords 
and other small cars, is not adjust- 
able in length and sells at $3. The 
particularly interesting feature of this 
carrier is that it can be adjusted so 
as to hold a small suitcase snugly or 
to accommodate an unusually large 
load of material. Not only is it ad- 
justable for loads of different sizes 
but when not needed can be folded 
flat onto the running board so that it is 
entirely out of the way. The construc- 
tion is such that rattles are entirely 
avoided. 





Port-O-Vac 


ORT-O-VAC is a _ new, portable 

vacuum cleaner combining excep- 
tional compactness with surprising suc- 
tion. It is being placed on the mar- 
ket by the Johnson Motor Products Co., 
308 N. Sheldon St., Chicago, and sells 
at $31.67. This machine is equipped 
with a % hp. General Electric motor. 
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New Lincoln Brake System 
Details 
Please show the new brake system as used 
on the Lincoln car, and tell where the ad- 


justments are made.—H. R. Ross, 4172 Broad- 
way, Oakland, Calif. 


HE phantom illustration shows the 

brake linkage used on the present 
Lincoln cars. The curved lever in back 
of the foot pedal is the equalizer be- 
tween the front and rear wheel brakes. 
This lever is so proportioned that 45 
per cent of the braking effort is trans- 
mitted to the front wheels and 55 per 
cent to the rear wheels. This ratio is 
fixed and non-adjustable. All the rods 
connecting the brake cross shafts, etc., 
are solid end rods, thus the distribu- 
tion of braking power cannot be 
changed by adjustment of the rods. All 
adjustments are to be made at the 
brake by the setting of the shoes and 
the setting of the ball nut on the pull 
rod at each brake drum. There is no 
equalizer between the two front and 
two rear brakes, these being operated 
together with the cross shafts. Each 
end of the front and rear cross shafts 
is carried in a spherical joint at the 
frame side member. This construction 
prevents any tendency toward binding 
of the cross shafts and brake linkage 
due to weaving of the frame side mem- 
bers if the brakes are applied when the 
car is traveling over rough roads. 

Ordinary adjustments, necessitated 
by natural wear of the linings, are 
made by taking up on the ball nut on 
the end of each brake pull rod. Make 
sure that cross shafts and linkage are 
perfectly free and lubricate all yoke 
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pins. Jack up all four wheels. Turn 
up the ball nut on the end of the 
brake pull rod until the brake starts 
to drag and back off the nut until the 
wheel turns freely. Repeat this pro- 
cedure on each wheel. With the brake 





slightly depressed, check the 


pedal 
equalization of the two front wheels by 
turning the wheels forward against 


the braking action. If the brakes are 
unequal, back off the ball nut on the 
tight side and take up on the loose one 
until a satisfactory result is obtained 
and wheels revolve freely with brakes 
off. Repeat this operation on the rear 
wheels. Test the brakes and readjust 
slightly if necessary. It should be pos- 
sible to lock all four wheels on dry 
pavement with the car going straight 
ahead. The rear wheels, of course, will 
lock somewhat ahead of the front ones. 

When the brake linings have worn to 


the extent where adjustment causes the 
brake operating levers to stand at a 
very nearly vertical position with the 
brakes released, it will be necessary to 
make an adjustment as outlined below: 

With brakes released, loosen the jam 
nut on the brake shield and turn the 
eccentric in the direction of wheel 
travel until the brake drags at this 
point. Then back this up until the 
wheel revolves freely. Hold the eccen- 
tric in this position and tighten the jam 
nut. Check to see that the wheel turns 
without dragging. Clearance should be 
approximately .010 by feeler at points 
“B’”’. Remove the ball nut from the end 
of the brake pull rod and disengage the 
pull rod from the lever. Mark the 
brake operating lever with reference 
to a certain serration on the shaft, 
loosen the lever clamping screw, drive 
the lever off the shaft, move the lever 
three serrations forward on the front 
brakes and backward on the rear and 
assemble. On the front brakes jack 
up front end of frame to give clearance 
for driving off lever. See that the 
levers for the two front brakes stand 
at approximately the same angle and 
those for the rear at the same angle. 
If this is not the case it will be diffi- 
cult to equalize the brakes due to the 
difference in leverage caused by the 
varying lever positions. 

After the above adjustments have 
been made, the center line of the brake 
operating lever should form an angle 
of from 60 deg. to 70 deg. with the 
brake pull rod when brakes are re- 
leased. 

Adjust and equalize brakes as out- 
lined previously. 


View showing take-up linkage between 
external and internal rear brakes 
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After new shoes have been assembled 
to backing plate and wheel assembled, 
loosen the nuts on the anchor pins “D” 
and “E” and back up the eccentric, 
so shoes are free to float in drum. 
Apply the brake forcibly and with the 
brake applied, tap the two anchor nuts 
“DPD” and “E” on each brake outward 
with a hammer, then, with brake still 
on, tighten nuts “D” and “E” very 
tightly. Release brake. 

Check clearance at points “C” which 
should be approximately .010 by feeler. 
If clearance is not correct, loosen nuts 
“D” and “E” and tap with a hammer 
to move the shoes in the desired direc- 
tion. 

Bring up eccentric until brake drags, 
then back off slightly till wheel 
revolves freely and lock adjustment. 
Clearance at points “B” should be ap- 
proximately .010 by feeler. 

Examine brake levers and see that 
they stand at an angle of from 60 deg. 





to 70 deg. with the pull rod. If this is 


not the case, remove the lever and 
move it the required number of serra- 
tions and replace it on the shaft. Each 
serration makes 10 deg. change in the 
position of the lever. 

The emergency brake band should be 
adjusted to .030 clearance all around 
the drum. Pay particular attention to 
this clearance at the rear anchor. It is 
necessary to allow this clearance to pre- 
vent seizing of the external band due 
to expansions of drum through con- 
tinued hard usage of the internal brake. 
Continued use of the foot brake in- 
creases the brake clearance and pedal 
travel due to brake drum expanding 
away from the brake shoes when heated 
by friction. 


Yellow Cab Wheel Align- 


ment 
Please give us the correct caster and camber 
on the earlier type Model A2 Yellow Cab 
front axle.—Black & White Cab Co., Indiana 
Harbor, Ind. 


6 be easter of the king pin is 2% 
deg. The camber on each wheel is 
1% in., as measured at the tread of 
the tire. The toe-in measured at the 
same place is 5/16 in. 
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Lubrication System of 1923 
Jewett 


Please send me some information on the 
lubrication system of the 1923 Jewett. The 
oil gage on this car shows pressure one min- 
ute and the next minute shows nothing. It 
has been all looked over and we can find 
nothing wrong. Please let us have this in- 
formation just as soon as possible.—Anton 
Sebald, Askov Garage, Askov, Minn. 


F the car that you are working on is 
equipped with the Oil-Vac system, 
it is possible that the pumpshaft in 


the Oil-Vac pump is worn and leaking. 


You can disconnect this system from 
the oil pump and put the suction line 
on the intake manifold instead of on 
the suction side of the oil pump. Do- 
ing this will probably correct your 
trouble. If your car is not equipped 
with the Oil-Vac system, your trouble 
is most likely due to a crack in the 
line that runs from the oil pump down 
to the sump. If you have the Oil-Vac 
system and change the connection over 








SHOP KINKS 
Ideas that have proved useful 


No. 502 

” putting on cylinder heads 
I find it is a good idea to get 

two bolts a little longer than 

the ordinary one and saw off 

the heads. These are threaded 

into two of the bolt holes and 
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act as dowels so that the gas- 
ket and head can be quickly 
located. After the other bolts 
| are put in these two special 
bolts are removed and regular 
ones then take their place.— 
Sam Burgess, 1112 Omohun- 
dro St., Norfolk, Va. 


Readers of Moror AGB are invited 
to submit ideas that they have found 
useful in doing some particular sero- 
ice job in the shop in a better or 
quicker way. For each one published 
$2.00 will be paid. Whenever pos- 
sible the idea should be accompanied 
by a sketch or diagram from which 
a drawing can be made. 
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from the suction side of the oil pump 
to the intake manifold, you will have 
to readjust your oil pressure. This 
should be set so that it shows 10 Ib. of 
pressure when idling and up to 40 or 
45 lb. when the engine is running at 
high speed. 


Carburetor Blamed But Not 
Guilty 


We have a 26-40 Model Buick coach that 
has been driven about 15,000 miles. This 
car has a skip in it at low speed. Please 
let me know the proper float level for the 
carburetor and how this can be adjusted. 
Also give me the proper braker point adjust- 
ment for this car.—W. E. Throgmorton, Poca- 
hontas, Ark. 


WE believe that what you want is 
the answer in clearing up this 
skip rather than specific details on the 
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carburetor. If your carburetor really is 
at fault, we would suggest that you 
send it in to an authorized Buick 
branch, or Marvel carburetor service 
station. We do not think, however, that 
your trouble is there. At the end of 
15,000 miles it is quite possible that 
your compression is uneven, due to 
need of a valve grinding job. We would 
suggest that you take the hand crank 
and test the compression in that way. 
Of course, if a compression gage is 
handy, that is the best thing to use, but 
it is quite likely that you can feel a 
decided difference in the compression 
of the cylinders by merely cranking the 
engine over slowly by hand. Of course, 
an engine that has uneven compres- 
sion will pull unevenly. In setting the 
push rods on this car you will do well 
to an .008 in. clearance when the engine 
is hot. This setting should be made 
with the engine running and thoroughly 
heated. Assuming that your spark 


plugs are clean and uniformly set to 
gap of .022 in., it would be well to look 
at your distributor points and if they 
are uneven to smooth them up with an 
oil stone and then set them with a gap 
of .020 in. 
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Oil Control Ring Needed 


We have a 1926 Essex that pumps oil very 
badly, even though the car has been driven 
only 1000 miles. What can you suggest to 
overcome this trouble?—-James Haight’s, 323 
N. Main St., Ottawa, Kan. 


nes car that you have does not have 
the bottom piston ring groove 
drilled and a special oil ring installed. 
We feel sure that your pumping trou- 
ble can be entirely overcome, if you 
will remove the pistons, drill the bot- 
tom ring groove for oil returned, and 
install any of the well known makes of 
oil control rings. 


Oe 


The Ricardo Head and Its 
Advantages 


Please let me know just what a Ricardo 
head is and what advantage it has. Also, 
tell me the cars that are equipped with it.— 
J. R. Doss, Jr., Eufaula, Okla. 

Asa head is a cylinder head 

that has a specially shaped com- 
bustion chamber. We are showing a 
cross section of an engine that has a 
head very much on this order. You 
will notice that the combustion cham- 
ber section immediately over the piston 
is nearly flat, but slopes gently up over 
the valve mechanism. 

This type of head is used on L-head 
engines exclusively. Its big advantage 
is the increased turbulence of the com- 
bustible mixture which results. in 
greater power and fuel economy. You 
will appreciate that as the gas is drawn 
in by the piston on its downward stroke, 
that it passes over the spark plugs 
and follows down into the cylinder bore. 
On the up stroke this, instead of beirg 





merely compressed, is not only com- 
pressed but thoroughly agitated by be- 
ing forced back again into the pocket 
above the valve. This results in a 
thorough mixing of the explosive 
charge. Upon ignition a similar ac- 
tion takes place, causing the flame to 
travel much more rapidly than it would 
in a head of typical cross-section. 

The advantage of this design, as we 
said before, includes not only greater 
power and fuel economy but makes it 
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possible to operate the engine at a 
much higher speed than would other- 
wise be possible. You will appreciate 
that it is impossible for us to say just 
exactly when a cylinder head becomes 
a real Ricardo head and when it is not, 
as this all depends on the angle of the 
combustion chamber immediately above 
the pistons. Consequently, we are not 
in a position to say just which cars are 
equipped with Ricardo heads and which 
are not. 


-_——— 


Rear Axle Adjustment on 
Oldsmobile 


I recently adjusted the rear end of a 1926 
Oldsmobile that came in to my shop. When 
it came in it was growling very loud, but 
the adjustment did not cure this. A _ few 
days later the double bearing on the pinion 
shaft burned up or broke. I disassembled 
the rear end and installed a new ring gear, 
pinion and shaft and a new bearing. Also 
trued up the differential case. After as- 
sembling and adjusting it so that it has .008 
in. clearance, it still growls but only when 
accelerating to 20 miles an hour. When de- 
celerating it was not noisy. This customer 
drove the car about one month when the 
pinion gear broke. Please give me some 
theory or instruction on this and let me know 
what caused my trouble.—J. V., Chicago, III. 


WE feel sure that the original trou- 
ble resulted from your confusion 
of the pinion adjustments, which re- 
sulted in your cramping the pinion 
shaft bearing. We are showing a dia- 
gram of this axle that you worked on, 
and also a diagram of the adjustment. 
You will notice that the lock “M” locks 
both the inner and outer rings at the 
front end of the pinion adjustment. 
The inner rings hold the bearing in 
place. It is only the outer ring that 
controls the mesh of the pinion with 
the ring gear. The inner and outer 
ri: ¢ should therefore, be turned as a 
single unit when adjusting the mcsh of 
the pinion. When noise occurs on a 
straight pull, the difficulty is generally 
due to the teeth of the pinion “A” bot- 
toming in the ring gear “B.” This may 
be corrected by removing the lock “M” 
and turning the pinion adjusting 
sleeve “D” outward, two notches or 
more if necessary, a notch at a time. 
Do not disturb the adjustment of the 
differential bearing cups “H” and “K.” 
When noise occurs on a coast, such as a 
noise which you describe, or when a 
car is moving practically free of the 
engine, it is generally due to the teeth 
of the pinion gear “A” not meshing 
deeply enough in the ring gear “B.’ 
This may be overcome by removing the 
lock, as above described and turning 
the pinion adjusting sleeve “D” in two 
notches, or more if necessary, a notch 
at a time. Do not disturb the adjust- 
ment of the differential bearing cups. 
When a new pinion and ring gear has 
been installed, a careful check of the 
tooth contact should be made to see the 
contact is uniform and covers the en- 
tire surface of the tooth, except for a 
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small amount of clearance at the bot- 
tom. This can be done by painting the 
surfaces of the teeth with a thin coat- 
ing of white lead and then rotating the 
gears together in both directions to see 
just where the teeth make contact with 
each other. On page 15 of the October 
14, 1926, issue of Motor AGE was a 
drawing showing just how the pinion 
and ring gears should mesh for the best 
service. We assume, however, that you 
are familiar with the requirements of 
a good tooth contact and merely wish 
specific information on the adjustment 
of this axle. The toe of a tooth is the 
smaller end, while the heel is the larger 
end. The upper half of the tooth is 
called the face, while the bottom half 
with the exception of the clearanee, is 
called the flank. If the white lead test 
indicates a heavier contact at the heel 
than at the toe, there is too much back- 
lash between the ring gear and .the 
pinion, and the tooth will eventually 
break off at the heel. To correct tnis 
condition, move the ring gear “B” 
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slightly to the left, by means of differ- 
ential adjusting cup “H” and “K.” If 
heavy contact is indicated at the toe, 
the condition is not as serious as when 
the heavier contact is at the heel, but 
too heavy a contact at the toe is likely 
to break the tooth at that place. To 
correct this condition move the differ- 
ential and ring gear away from the 
pinion and test again. If the test shows 
contact at the top of the tooth only, 
this condition can be corrected by ad- 
justing the pinion outward until the 
contact reaches the proper working 
depth in the gear, without leaving the 
lowest point of tooth contact. When 
contact is on the flank of the tooth the 
pinion should be moved inward until 
the contact reaches the lowest point on 
the ring gear. These adjustments are 
best made with the differential and 
pinion bearing assembly removed from 
the car and held securely in a vise, so 
that you can see just what is taking 
place. As a final test, after you have 
the proper tooth contact and a backlash 
of between .008 and .012 in., when 
measured at the tightest point, the car 
should be driven on the road and if the 
axle is not quiet, should be readjusted. 
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to Electrical Questions 








Dodge Generator Slow to 
Start Charging 


We have a 12-volt Dodge generator which 
will not cut in before the car is run about 
three to five miles and, sometimes, will not 
charge for probably 10 miles. Everything 
seems normal as far as we can see. New 
brushes have recently been installed, commu- 
tator has been turned and segments under- 
cut. What can be causing this trouble P— 
Norwood Central Garage, Norwood, R. I. 


6 pens trouble that you are having 
sounds very much like oil in the 
brushes. Even granting that they have 
been recently replaced, it is quite pos- 
sible that some oil has worked onto 
them. Oil, as you know, is a very good 








a : COmnmeuT TOR 
Bnew ~~, Medel GA Starter-Generator 


insulator particularly when it is heavy. 
In your case it seems that it is taking 
a little while for the generator to get 
warm enough to thin out the oil to the 
point where the brushes can make good 
contact. Of course it is also possible 
that the spring tension is a little weak. 
It is especially important on the third 
brush to see that contact is good or the 
generator will not build up. Another 
possibility which is not so likely as 
the first one suggested is that there is 
a loose connection in the armature and 
it takes a certain amount of speed or 
vibration to cause the wires to jiggle 
or vibrate to the point where they make 
contact. Whether or not there is’a loose 
connection in the armature can be told 
by looking at the commutator. If one 
of the coils on the armature is not mak- 
ing a good contact with the commutator 
bars, there will be a burnt spot on the 
commutator where there is a poor con- 
nection. Each time this passes under 
a brush there will be excessive arcing 
which, in time, will make the commuta- 
tor discolored and rough. 


Soft Brushes Reduce Genera- 
tor Output 


I have a Delco generator on a Moon Series 
6-A 1924 model. This will not charge more 
than six amperes and wears out positive main 
Brushes in about 2000 miles of service. This 
has had a new armature installed by a Delco 
service station and seems to test out per- 
fectly in all respects. Could it be possible 
that the wrong armature has been installed? 
—Harris Garage, Racine, Ohio. 


= writing for information on elec- 
trical units it is always a big help 
to give the plate reading of the unit in 





question. Then we are able to show 
illustrations and go into details that 
are not possible in your case. It is 
quite possible that the armature has an 
open circuit in it which is causing arc- 
ing of the brushes and low output. The 
brush tension should be 1% to 1% Ib., 
as measured at the brush. Also, the 
brushes used should be of a fairly hard 
composition. The use of soft brushes, 
or brushes not designed for this unit, 
will result in just the difficulty that 
you have mentioned. Other possibilities 
are high mica on the commutator which 
should be under-cut, or main brushes 
being off neutral. If additional infor- 
mation is needed to clear up this 
trouble, please feel perfectly free to call 
on us again, but be sure to give us the 
name plate reading of the generator. 


Break in Primary Side of 
Ignition Circuit 


We have a Chevrolet coupe that runs along 
nicely except that once in awhile the engine 
will stop, just as though the ignition had 
shut off. The car may coast then for a few 
feet and then the engine will suddenly start 
with a great jerk. We have replaced the high 
tension wires on this job and have also in- 
spected the breaker points and find that the 
spring on the moving contact is strong and 
that the points are making good contact, 
Neither of these things made any difference 
in the action of the car. What can be causing 
this trouble?—E. S., Chicago. 


OU may be sure there is a break 
somewhere in the primary side of 
the ignition circuit. Of course, if the 
engine sputtered before stopping, the 


SIGHT HEADLIGHT 


trouble might be due to foreign matter 
in the gasoline line, but such does not 
seem to be the case here. To help you 
check this system we are showing the 
wiring diagram of the car in question. 
As you do not mention the lights flick- 
ering when the engine balks, we are go- 
ing to assume that the electrical circuit 
is good as far as the ignition switch. 
Trouble such as you have could be due 
to a loose contact inside of the ignition 
switch. It is not much of a job to re- 
move the back of this switch and check 
the condition of the contacts inside of 
it. To spring them out a bit would 
bring them into better contact with the 
terminals. At the same time check to 
see that the contact from the terminal 
marked “IGN” is tight. This leads di- 
rectly to the ignition coil. In checking 
this work see that the terminals are 
tight not only at the switch and at the 
coil, but that the wire is securely sol- 
dered into the terminal clips. A jumper 
goes from the coil to the distributor 
and here connections should be tight 
also. On top of the ignition coil is a 
small ballast winding and it is quite 
possible that this smaller resistance wire 
that is wound in a coil, is loose at one 
end or the other. While the wire from 
the coil may be tight on the distributor 
terminal, it is possible that the ter- 
minal itself is loose and not making 
good contact on the inside of the dis- 
tributor housing. If everything is 
checked through in the manner sug- 
gested and the trouble still persists, we 
would suggest that you try a new igni- 
tion coil, for it is possible that there is 
a loose connection on the inside of the 
coil. 


STARTING MOTOR GROUNDED 
ON FRAME 


CYLINDER FIRING ORDER :.2-4.3 
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Prices, Weight and Equipment of Current Passenger Car Models 







































































































































































































































































Passengers | . | |E= Passengers | le Passengers __ t+ 
; and _ © | : = Standard an | a ¢ x | or Standard an “ e" : Se Standard 
Important Changes in | Model = ia ae Equipment Model | ~ & se Equipment Model | = S| a Equipment 
Specifications and Price pee a | 
2 . 3p. Ctry. Club | 1765) 2/3905)aghmnor | CHRYSLER “50” | DODGE BROS. os | 
Tables since last issue. 3-5p. Conv’t Cpe..| 1925 2/3915) | 5p. Touring. .. $750) 4/2145\a <P. toadster $795) 2/2439) Ar 
, 5p. Bro. Sedan. ..} 1925) 4/4050\/aghjmnoru || 2p. Roadster.....} 750) 2)2025\a Touring 795) 4)2584) Ar 
7p. Sedan. | 1995} 4/4115)aghmnort || 2-4p. Roadster...| 795) 2/2130\a Op. Spec. Rdstr...| 845) 2/2530) Aehr 
2p. Coupe. ...... 750} 2/2230\a 5p. Spee. Tour....| 845) 4 2679) \ehr 
| 5p. Coach........] 780) 2)2335/a 2-4p. Roadster. ..| 975) 2 2646) yehr 
5p. Sedan. 830} 4/2410la 2-4p. Conv’t Cpe..| 995) 2|}2727|/Behr 
| | 5p. Land. Sedan 885) 4/2350/ah 2p. Coupe.......}| 845) 2 2613} Ar 
| | “a 2p. Spec. Coupe. .| 895) 2)2 702| Aehr 
a 5p. Touring. 1095} 4)2570\agnr 5p. Sedan... 895) 4 2928| Ar 
ELCAR 2-4p. Roadster 1175) 2)2615|aeghnrw 5p. Spec. Sedan. 945) 4/2924) Aehr 
CADILLAC | | 3-5p. Coupe.. . 1245) 2/2685) aghnr 5p. DeL. Sedan. 1075} 4|2912|Dehor 
| “Standard” | | 5p. Coach. ......] 1145} 2 2795)aghnr **Senior 6” | | | 
132” W.B. | op. Sedan....... 1245) 4/2835/aghnr 5p. Sedan 1595} 4/3412 
'| 5p. Brougham $2995) 2}4170\aghjlnprtx | Land. Sedan. .}| 1295 
ESSEX 2p. Coupe. ......| 3100} 2/4105)aghinprx **70” 
5p. Victoria. .. 3195} 2/4190) aghinprtx || 2-4p. Roadster. ..| 1495} 2/2845) aeghmnrwx 
op. Sedan........] 3250) 4|4270\aghjlnprtx '| 5p. Phaeton. 1395} 4}2930/aghmnrx | 
2p. Sp. Coupe... .| 3500] 2|4460|Deghjklmnp || 5p. Sp. Phaeton 1495) 4/2905|\aeghmnrwx | du PONT “‘E” | | 
| rx || 4p. Coupe. 1595] 2}2905! aghmnrux | 4p. Roadster. . . . .} $2800). .|3700)afghkmn 
ORDAN R \| 5p. Sp. Sedan. ...| 3650] 4/4590) Deghjklmnp |} 2-4p. Roy. C’pe. 1545} 2/3000! aghmnrx | Sp. Touring... .. 2800) 4/)3850lafghkmn 
rtx 5p. Brougham 1525) 2/)3090| aghimnrtx | 4p. Coupe _..| 3200). .|3850\afghkmnt 
138” W.B. 5p. Roy. Sedan. 1595] 4}3150) aghmnortx | 5p. Sedan | 3400). .}4100\afghkmnt 
7p. Sedan........ 3400} 4/4420) aghInprtx | 2-4p. Cabriolet 1745) 2)2935|aghmnrx 5p. Con. Sedan 3750) 4) aie | Bfhgkmnt 
7p. Imperial... ...] 3535} 4/4480) aghinprtx | 5p. Crown Sedan..| 1795} 4/3160|/aghmnortx | | 
ELIE “Custom” | “80” 
\ |} 132” W.B. | 18514" * | 
|| 2p. Roadster 3350} 2/4220)aeghimnprx || 2-4p. Roadster 2595} 2/3805) Beghlmnprw 
| 2p. Conv. Coupe..} 3450} 2|4300\aeghlmnprx || x | ELCAR “6-70” | 
138” W.B. 5p. Phaeton... ...| 2495] 4|3765jaeghlmnprw | 5-7p. Touring $1275) .. 
|| 7p. Touring. .....| 3450) 4|4285/)aeghlmnprwx x 4p. Land. Rdstr 1475| 2/2580\ahjmnr 
| 4p. Phaeton......| 3450) 4|/4275|aeghilmnprx 5p. Sedan........] 2675) 4 laghImnprtx tp. Brougham 1295) 2}2670)ahjmnor 
'| 4p. Sp. Phaeton. .| 3975] 4/4705) Beghiklmnp 5p. Coupe... .. 3095} 2/4110) aeghimnopr 5p. Sedan... 1395) 4|2750|ahjmnor 
| rx | tx “8-82” | 
| 5p. Coupe. ......| 3855) 2/4465l/aeghlmnprtx |} 5p. Sedan...... 3095) 4/4055|aeghImnoprtx | 5-7p. Touring. ...| 1645) 
5p. Sedan ..| 3995) 4/4465/aeghjlmnprtx | 1$2%4” * | 2-4p. Roadster. ..| 1870) 2/3320)aeghmnr 
iaieeaeiniiianaloe '| 7p. Suburban. 4125| 4|4580\aeghimnprtx || 4p. C ‘oupe...... 2895] 2|4090]aegh!mnoprtx | 5p. Brougham.... 1595) 2'3410|/agehmnor 
oo ———— || Zp. Im. Suburb 4350) 4/4615|aeghlmnprtx || 2p. Cabriolet... ..| 3495 2}4025|aeghImnoprtx | 5p. Sedan........ 1790} 4/3490|aeghijmnor 
Passengers ‘om 19874" * . , 8-90" K —_ 
d O./|%)'as Seondoad | 5p. Sportif. ...... 3995) 4 Beghilmnopr | 7p. Touring... .. 2465) 4/3675|aeghkmnrs 
_ .2 | S).e= arenes twx 4p. Land. Rdstr. .| 2295) 2|3620|aeghmnr 
Model = — | elec” | Equipment - ' 290% leant. =} nel oleF . 
sei ns | 7p. Sedan........] 3295) 4/4195 .eghimnoprtx | 5p. Brougham... 2195) 2|3710)aeghimnor 
, | 7p. Sedan. Lim.. .| 3595] 4/4370\aeghlmnoprtx | 5p. Sedan ..| 2265) | 
| | 5p. Town Car 5495] .|4432|aeghIlmnoprtx | 5p. Sedan. ..| 2465) 4|3895laeghilmnort 
| | 7p. Sedan 2765) 4/4245|aeghkmnor 
| CHANDLER | | , | 
AUBURN | “Big Six” | | | 
6-66" 1 | | 2-4p. Roadster ..|$1695) 2/3200) Ahnw | ERSKINE “6” | 
2-4p. Roaster.. . $1095 | jaeghrw 7p. Touring......| 1695] 4/3360\ahn | CUNNINGHAM 5p. Tourer $945) 2300| aehmor 
op. Touring. .. ji4o) 4) a 5p. Met. Sedan 1595) 4/3570) ahjnou i] “V.7” 2p. Bus. Coupe 945) 2) 2265) aehmnr 
2-4p. Cabriolet. 1295 | 4p. Coupe. . .| 1675} 2)3485jahno | 7p. Touring. .. $6650) 4|/4600|)Ceghjklmnp | 2-4p. Spt. Coupe. 995| 2} 2330|aehmnr 
op. Sp. Sedan. ...} 1195 iil eghirw 3p. Ctry. Club. ..| 1675} 2/3435ja0 rsx 5p. Cus. Sedan 995) 4} 2400) achnor 
dp. Sedan.. ..| 1295] 4|3080|aeghr 5p. DeL. Sedan. .| 1695) 4/3570) ahnot 4p. Sp. Touring.. .| 6150} 4/4500)Ceghjklmnp | 
op. W and. Sedan.| 1345) 4/3040|aeghr 7p. Sedan. .| 1895] 4/3725/ahnotu rsx | | 
"8-77" “*Spec. Six” | 4p. Coupe. . . .| 7600} 2}4700|Ceghjkimnp | 
2-4p. Roaster... 1395) 2 aeghmnrw | 5p. Touring......| 1145] 4/2890\ah rtx 
op. Touring. 1445) 4 aeghmnrw | 5p. Sp. Touring.. .| 1295} 4/2940) Diw | 6p. Limousine... .| 8100} 4|5000|\Ceghjkimnp | ESSEX 
2-4p. Cabriolet ..| 1595) | 2p. ae ...+++} 1195} 2/3050jah || rtx ““Super Six” 
op. Sp. Sedan. . 1495} 4) ooo veghimnr | 2p. DeL. Coupe. .| 1285) 2/3050\ah | 2p. Speedabout $700 2121; 50/amnr 
op. Sedan. 1695) 4/3390} aeghmnpr Z Sp. Sedam....... 1295) 4/3270lah 4p. Speedster. 785, 4/2230\amnr 
op. Wand. Sedan..| 1745) 4/3390) aeghmnprv | 5p. Sed: in Del. 1345) 4|3270/aht 2p. Coupe. 739) 2 23.40) ahmor 
8-88" | “Std. 6” 5p. Coach. 735} 2}: 24. 50} ihmnr 
2-4p. Sp. Rdster. .| 1995) 2/3180)aeghmnprw | 5p. Touring. . . 945} 4/2475\ah | 5p. Sedan. 795) 4)2530}ahmor 
op. Touring ..| 2045) 4)3200)aeghmnpr | 5p. DeL. Touring.| 1005) 4/)2565)aiw | 5p. Sedan DeL.. 895) 4} 2490|ahmnru 
2-4p. Cabriolet. . .| 2095 | 2-4p. Rdstr...... | 1135] 2]2470lah | DAVIS “92-27” | | 
op. Sp. Sedan. . 2095) 4/3380\/aeghmnprv || Sp. Sedan........] 995) 4/2740jah | 5p. Leg. Tour $1395) 4/2915) Dhmnr | 
op. Sedan ...| 2195) 4/3450)aeghmnprv | 2p. Coupe.......] 1035) 2/2630jah | 5p. Sedan........] 1595} 4/3000) Dhmnr 
Sp. Wanderer. r....| 2245] 4)3450/aeghmnprt || 5p. DeL. Sedan. 1095} . .}2740)ah | 5p. Imp. Sedan...} 1795) 4)3055|Dghmnort | 
147" W.B. || 2p. DeL. Coupe. .| 1125] 2]2630]ah | 94-27” FALCON- | 
‘Pp. Touring... .. 2295) 4 5p. Roadster..... 1245) 2 2350) ihr KNIGHT 
7p. Sedan. 2595) 4/4200) aeghmnprt “Roy. St. 8 | 5p. Touring. ..... 1285) 4): 2500! ihr _. Roadster. . . . .| $1045) . .|2450 
| | 7p. Touring...... 2195) 4/3645/ahjmnpwx | 5p. Sedan........ 1285) 4/2570\dhr Touring. ... | 
| | | 4p. Roadster.....} 2195) 2)3435)Ahmnptwx ‘|| 3p. Coupe... 1285} 2 2375 5\dhr , .Coupe....... 995) . .|2565 
| | 4p. Coupe. . . 2195} 2|3610| ahmnoptx | 5p. Imp Sedan...| 1385] 4/2575) | Dghmnort Laudau.......] 1145) [2735 
| | | 3p. Ctry. C lub. . .| 2195] 213610 ahop | **98-27” 5p. Brougham. . $995). . | 2665 
| | | 5p. Sedan........ 2195] 4|3760)ahmnoptx | 5p. Polo Rdstr. 1795} 2/3000) Dghmnt 5p. Sedan... 1095) . | 2700 
| 7p. Sedan........}| 2295) 4/3870/ahmnoptx | 5p. Touring. .....]| 1795} 4/3050) Dghimns 
| {p Coupe. -| 1865) 213150) Damar 
BUICK | . Emp. Sedan 1885} 4/3209} Dgmnort 
lls | FLINT “60” 
2-4p. Roadster. $1195) 2)2990\ahmnr 5p. To iring. .. $1250} 4/2750\aehmnrx 
5p. Touring 1225) 4/3040\ahmnor | | | ip. Spt. Rdstr... 1350} 2}2885| Aehmnrw 
2-4p. Coupe. 1195} 2/3110/ahmnr | | | | 4p. ( Rdstr...| 1395 2890| aehmnor 
op. 2d. Sedan | 1195) 2132 15/ahmnr Bo | 1 | | 5p. Se ste ae 1395! 4/3030) aehmnort 
5p. 4d. Sedan... .| 1295] 4/3300!ahmonr | 1 | | 5p. Brougham.. 1395} 2/3010|aehjmnor 
4p. Coupe ..| 1275) 4f 3190) ahmnr | | DIANA “‘St. 8” & | “39” 
2p. Spec. Coupe 1275 3190 — 5p. Phaeton. $1595 , 3100] mn 120” W.B. 
op. Town Bro'm 1375) 4/3305)ah A” 5p. Roy. Roadster} 1605} 2}2995)agmnw 5p. Touring. .... 1450) 4/3245/aehmnr 
“120” | 2p. Roa udster.... ./$ 525) 2)1890/dr | 5p. P.B. Rdstr...| 1795) 2/2995|Bgmnw tp. Spt. Tour.....| 1595) 4/3395)aehimnrwx 
4p. Coupe.......] 1465} 2/3800\ahmnr 5p. Touring. 525) 4/)1965ide 7p. Touring _...) 1695] 4/3336)agmn tp. Coupe _.....} 1795) 21|3500|aehmnorx 
op. 2d. Sedan. ...| 1395} 2/3750|ahmnr 2p. Util Cpe. -| 625) 2/2090) dhr 5p. Cab. Rdstr. 1995} 2/3160)/aghmn | 5p. 5 edan. ...| 1850) 4/3625) aehmnortx 
op. 4d. Sedan....} 1495) 4/3870)ahmar 5p. Coach........{ 595} 2 2190\dhr 5p. Cab Rdstr.. ..| 2295 2'3160)aghmn | 1: 30” W.B. | 
“128” | 5p. Sedan....... 695) 4)2275\dhr | 5p. 44. Sedan... .] 1995) 4/3275/aghmnot | 7p. Touring...... 1595} 4/3470\afhmorx 
2-4p. Sp. Rdster 1495} 2|3655|aghmnprw '| 2-4p. Cabriolet 715 2/213 35/dhr 5p. 2d: Sedan. ...| 1695} 2/3170/aghimno | 7p. Sedan. ...| 2050) 4|3780|aehmnortx 
4p. Sp. Touring.. .| 1525) 4/3735)agjmnprw '| 5p. Land. Sedan. 745| 4/2270\dhru 135” W.B. | “Z-18" } | 
op. Coupe 1850) 2)3940\ahmnr Imp. Land... 780) ‘| 2260): thu 1 7p. Sedan. 2695| 4/3640) aghmnot 5p. DeL. Coach 895) 4/2580) vehknor 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a— Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers k Spare tire. r—Rear traffic signal. x—Clock. 
b-— Wire wheels. f—Front bumper. I—Spare tire lock. s—-Spotlight. *—Overall length. _ 
C—Optional wheels with spare. g—Shock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §—Prices on application. 
e—Type of wheels optional. h— Automatic windshield wiper. —Dash gasoline gage. u—Smoking set. 
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C—Optional wheels with 
c—Type of wheels option 


_ re. 





ee one: ol or snubbers. 
Automatic windshield wiper. 


m—Engine heat indicator. 


n—D.: 


gasoline 


Buge. 


t—Vanity and opens set. 
oking se 


§—Prices on application. 


Passenger = | | Passenger S = Passengers = ~ Passengers S = 
an ~ e1 ; o> Standard an = S ~ a= Standard an S s : se Standard an a s < eS Standard 
Model esis Equipment Model re alas Equipment Model ce 3 => Equipment Model eo 3 <> Equipment 
FORD “T” <_ w 5p. DeL. Bro’m...| 2550). . . }afghkmorx “E-75” 
2p. Runabout....| $360) 2/1658/a 4p. Playboy...... 1545) 2/2915|aghmnrx **8-80” 2p. Speedster. . 3485] 2)4251|aeghlnprx 
5p. Touring. ..... 380} 4/1732la 2-4p. Sp. Coupe 1695} 2}3070/aghmnrx . Spt. Touring. .| 2850 ...faeghklmnprt || 4p. 8 ster... 3485] 2/4256jaeghinprx 
2p. Coupe.......] 485) 2/1820!a 5p. Cus. Sedan 1695} 4/3200) aghmnrtx uVvx 5p. Phaeton... ... 3485] 4/4017|aeghlnprx 
5p. Tudor Sedan. 495) 2)1950/a 4p. Cus. Vict. . 1695} 2}3200|aghilmnrtx ...Collap. Coupe.| 3000). . aeghkimnprt || 7p. Tour. Speed. .| 3565) 4/4480/aeghilnprwx 
5p. Fordor Sedan.| 545] 4/2002/B AA” uvx 2p. Coupe Rdstr..| 3565) 2/4374)aeghinprx 
. 4p. Cus. Vict.....| 2495] 2/3470|aghimortx 5p. Sedan........ 2850) 4 .jaeghkimnprt || 5p. Town Coupe..| 3195) 2/4452|aeghinprx 
| 5p. Cus. Sedan. ..| 2495] 4/3470 aghmartx uvx 2p. Coupe... ... 3485] 2/4373] aeghinprtx 
7p. Sedan........ 3350 jaeghkimnprt || 4p. Victoria...... 3485| 2/4346/aeghinprtx 
uvx 5p. Brougham 3565) 4/4525] aeghilnprtx 
7p. Sub. Sedan. ..| 3500). aeghkimnprt || 5p. Sedan........ 3565] 4/4498|aeghlnprtx 
uvx 7p. Sedan........ 3640] 4/4620/acghinprtx 
FRANKLIN “48” 5p. Cus. Sedan 3960} 4/4515/aeghInprtx 
**11-B” 4p. Sportif....... § | 4/5030)afghjkirsx 7p. Cus. Sedan 4075} 4/4678)aeghinprtx 
3p. Spt. Rdster.. ./$2690) 2|3015jaeghkirx KISSEL ‘‘6-55” ., Roadster... .. ee mam 7p. Cus. Limou 4175) 4/4718)aeghlnprtx 
5p. Touring. ..... 2635] 4/2975jaeghklprx 124” W.B. 7p. Touring... § | 4/5330)afghkirsx 
3p. Coupe....... 2490} 2/3105|aeghhklprx 5p. Phaeton... ... $1685) 4/3020)ahmnr 7p. Tour. Lim.. § | 4/5640lafghkirstx 
3-5p. Coupe...... 2565) 2/3150)aeghklprx 4p. Speedster 1895} 2|3160|ah 6p. Brougham. . § | 4|5464lafghkirstx 
4p. Victoria...... 2740) 2)3165\aeghklprx 4p. Coupe Rd 1895} 2/3483|ahmnor 5p. Vic. an.... § | 4/5600) afghkirstx 
5p. Sedan........ 2790} 4/3230|aeghkiprx 5p. Brougham 1695] 2|3300|ahmnr 7p. Lim. Ene. Dr.| § | 4/5868/afghkirstx MOON ‘‘6-60” 
5p. Ox. Sedan 2815] 4/3230] aeghkliprx 5p. Spec. Bro’m 1795} 2/3486jah 7p. Cabriolet. . . § | 4|5624/afghkirstx 3p. Roadster... .. $995] 2)2295/an 
5-7p. Sedan. ..... 2840} 4/3230)aeghklprx 5p. Bro’m Sedan..} 1895] 4|3440/ah “90” 5p. Phaeton......| 995] 4/2340/an 
5p. Spt. Sedan.. 2910} 4/3305)aeghikirx 5p. Conv. Bro’m..}| 2295]. ./3378 4p. Sportif....... 5900) 4/4475jaeghikimnpr || 3-5p. DeL. Rdstr.| 1095) 2/2330/dn 
7p. Limousine. . 2940) 4/3360) aeghklprx 131” W.B. Pi tuvx 3-5p. Roy. Rdstr..| 1195) 2/2330janw 
7p. Touring. ..... 1785} 4/3660|ah 4p. Roadster... .. 5900; 2|/4370j}aeghklmnpr 3-5p. Roy. Cab...| 1295] 2/2575jan 
4p. Tourster..... 1895} 4/3225|ahmnr tuvx 3-5p. Cab. Radstr..| 1195] 2/2575)dn 
5p. Br’m Sedan 2095} 4/3596/ah 7p. Touring. ..... 6000) . aeghkimnpr 5p. Coach........ 1045} 2)/2420/an 
7p. Sedan........ 2295) . .|3770;ahmnr tuvx 5p. 2d. Sedan.....} 1145] 2/2520/dn 
“8-65” 5p. Vic. Sedan 7300} 4/4842)afghimprtx 5p. Roy. Sedan...} 1195] 2]2520|ahi 
125” W.B 7p. Suburban. 7500} 4/4930j|afghmprtx 4 5p. 4d. Sedan... 1245) 4|2605/dn 
| GARDNER 5p. Phaeton... ... 1885} 4/3240|ahmnr 00 VER EE cece. 7450). .|....Jaeg pr 5p. Roy. Sedan. ..| 1295) 4/2605j)ahn 
7 “80” 4p. Speedster... .. 2095) 2}3155)ahmnr tuvx ow 
4p. Roadster... .. $1395) 2)3030\amn 4p. Cp. Rdstr. . 2095} 2|3343)ahmnr 7p. Town Bro’m..| 7500] 4/4615|afghmprtx 5p. Roy. Rdster. .| 1395] 2/2600|/dnw 
4p. Rdstr. DeL 1495} 2|3030)aeghmnr 5p. Brougham. ...| 1895] 2/3330jahmnr - Cabriolet... . . 7500] 4/4615)|afghmprtx 5p. Cab. Rdstr...| 1595} 2/2720/dn 
5p. Bro’m Coupe.] 1695) 2/3375jamn 5p. Spec. Bro’m. .| 1995] 2/3345jahmnr ..Collap. Cab. ..| 7750). .]....Jaeghkimnpr 5p. Touring...... 1195} 4/2560/dn 
4p. Vic. Coupe 1695} 2/3375j)amn 5p. Bro’m Sedan. .} 2095] 4/3400/ahmar tuvx 5p. Sedan DeL 1395} 2/2710/dno 
5p. Sedan........ 1695} 4/3370|amn 5p. Conv. Bro’m..| 2495}. .|3518}ahmnr 5p. Sedan DeL....| 1545] 4/2860idno 
| 5p. Sedan Del... 1795) 413370|aeghmnr 132” W.B. 
) 5p. Bro. Cpe. DeL] 1795] 2/3375 aeghimnr 7p. Touring. ..... 1985} 4/3360jahmnr 
| 4p. Vic. Cpe. DeL| 1795) 2/3375\aeghimnr 4p. Tourster. .... 2095] 4/3155|ahmor 
| 90” 5p. Bro’m Sedan. .| 2295) 4/3455jahmnr 
| 2-4p. Roadster. ..| 1995] 2/3400)deghmnr 7p. Sedan........ 2495) . .|3630)ahmnr NASH 
4p. Land. Rdstr...| 2295) 2|3475|deghmnr “8-75” “Light 6” 
5p. Brougham... .} 2295] 4/3690ideghimnrt 131” W.B 5p. Touring... ... $865) 4/2275) Dhnor 
5p. Sedan........ 2295) 4/3730\deghmnrt 5p. Phaeton... ... 2185} 4|3220\ahmnr 2p. Coupe 925) 2)2310)Dhnr 
5p. Victoria... ... 2295) 4/3690|deghimnrt 4p. Speedster.....| 2395} 2/3360|ahmnr ye 5p. Sedan........ 925] 2|2440) Dhor 
4p. Cpe. Rdstr...| 2395] 2|3578|ahmnr “Str. 5p. Sedan........ 995) 4/2475) Dhnor 
5p. Brougham. . 2195} 2)3565jahmnr 4p. Readeter peaal 2|3400| afghmrx 5p. DeL. Sedan...| 1085] 4/2550) Dhnor 
5p. Spec. Bro’m. .}| 2295} 2|3671)ahmnr 5p. Touring. ..... 4/3400) afghmrx “Special”’ * 
5p. Bro’m Sedan..} 2395) 4/3760)ahmnr 4p. Coupe 2|3650|afghimnprtx 2p. Roadster... .. 1115} 2}2900| Dhor 
5p. Conv. Bro’m..}| 2795). .|3863jahmnr 5p. Sedan........ 4\3650\afghimnprtx || 4p. Roadster..... 1225} 2/2980] Dhnor 
139” W.B. 7p. Sedan........ 413700) afghimnprtx 5p. Touring. ..... 1135} 4/2980) Dhaor 
HUDSON 7p. Touring... ... 2285} 4/3630jahmnr 7p. Sub. Sedan... 4|3700\afghlmnprtx || 4p. Cabriolet... .. 1290} 4/3070] Dhar 
““Super Six” 4p. Tourster..... 2395] 4|/3335|ahmnr 5p. Coach Bro’m.. 4|3650\afghimnprtx || 2p. Bus. Coupe 1165} 2/3030) Dhnr 
“Std. Line” 5p. Bro’m Sedan..} 2595] 4/3755jahmnr 5p. Town Car.... 4\3750\afghimnprtx || 5p. Sedan........ 1215} 2/3150] Dhnr 
5p. Coach........ $1285] 2|3505|aghjmnr 7p. Sedan........ 2795] 4/3975|ahmor wt 5p. Sedan........ 1315] 4/3170|Dbnr 
5p. Sedan........ 1385] 4/3620) aghjmnr 5p. Sedan DeL 2985) 4/3910) aeghimorvx 2p. Roadster... .. 2/4000|Ceghjlmnorx || 5p. Cav. Sedan. 1695}. .|3800] Dhnr 
“Custom” 7p. Sedan DeL 3495) 4/4080] aeghimorvx 4p. Spt. Tour... .. 4}4600|Ceghjlmnorx || 5p. Spec. Sedan 1485} 4/3250) Dhor 
7p. Phaeton... ... 1600} 4/3565|agmnr 7p. Ber. Sedan 3585] 4/4125|aeghimorvx 4p. Coupe........ 2/4900] Ceghjlmnop “Advanced” 
p. Roadster 1500) 2}3480)agmnr rtx 121” W.B 
4p. Brougham 1575) 4|3660)aghjmnru 4. Tour. Sedan. 4/5200) Cfghjlmnop 4p. Roadster... .. 1475} 2/3390] Dghnrx 
5p. Sedan........ 1750) 4/3755jaghmnru rtx 5p. Touring. ..... 1340} 4/3400] Dghnrx 
7p. Sedan........ 1850) 4|3870\aghmnru 7p. Tour. Sedan 415200] Cfghjlmnop 5p. Sedan........ 1425] 2/3550] Dghnrx 
rtx 5p. Sedan......-. 1525} 4/3650) Dghnrx 
6p. Sedan........ 4)... .|Cfghjlmnop 5p. Spec. Sedan 1695] 4/3650] Dghnrx 
LA SALLE rtx 4p. Coupe... ... 1775} 2/3580) Dghnrx 
2-4n. Roadster. . .|$2525] 2|3702|aeghlmnprx 7p. Sedan........ ee once a” “aa 127” W.B. 
4p. Phaeton...... 2495] 4/3716)aeghlmnprx 7p. Touring... 1490} 4/3480) Dghnrx 
2-4p. Coupe... ... 2585] 2/3834|aeghlmnprx 7p. Spec. Sedan ae Cfehimnop 5p. Sp. Touring. .| 1540} 4/3 
HUPMOBILE 2-4p. Conv. Cpe. .} 2635} 2]... .]/aeghlmnprx 4p. Victoria. ..... 1790} 213640) Dghnortx 
“*A-1” 4p. Victoria... ... 2635} 2|3795|aeghlmnprvx || 7p. Sedan Enel ae Cfebilmnop 5p. Coupe........| 1990] 4/3750] Dghinortx 
5p. Touring. ..... $1325) 4/2620)cghnr 5p. Sedan........ 2685) 4/4063|aeghImnprtx 5p. Amb. Sedan. .| 2090} 4/3800 
2-4p. Roadster 1385} 2/2660|aghnr 7p. Sub. Sedan... ae Coghiimnop 7p. Sedan........ 2 4/3830) Dghnortx 
2-4p. Coupe......| 1385] 2/2800/cghnr 
5p. Sedan........ 1385} 4/2800|cghnr 7p. Town Car.... 4/5200 Cfghilmnop 
5p. pa ---| 1385) 2/2890)cghjn 
5p. Touring. ..... 1945} 4/3300) eghnrx OAKLAND “6” 
7p. Touring. ..... 2045) 4/3360) beghnrvx LINCOLN “8” 5p. Touring. .... . $1025} 4/2500)ah 
2-4p. Roadster 2045} 2/3355) ceghnrvx 2p. Spt. Rdster. . .}$4600} 2)/4930)aegklnprx 5p. Sp. Phaeton. .| 1095) 4/2620|aehw 
5p. Brougham 2245) 2)3515)j 7p. Spt. Touring..| 4600] 4|4920/aegkInprx 4p. Sp. Rdster....| 1175) 2)2590)aehnw 
2-4p. Coupe...... 2345) 2/3465) dghrx 4p. Phaeton...... 4600} 4/4960) begjkinprwx 5p. 2d. Sedan.....] 1095} 2}2745|ahu 
5p. Sedan........ 2345) 4/3545)agbrx 4p. Coupe. . 4400} 2|4910/aegkinprx 3p. Land. Coupe.. 1125} 2)2705jah 
5p. Victoria...... 2345] 2/3525) aeghnrx 4p. Sedan........ 4800) 4/4920) aegiklnprx 5p. 4d. Sedan.. 1195} 4/2855/ahu 
7p. Sedan........ 2495) 4/3360/ehr 5p. Sedan........ 4800} 4|5030)aegklnprtx 5p. Land. Sedan. .| 1295} 4/2885)aehnou 
7p. Sedan Lim. 2595] 4/3360\aehnrx 7p. Sedan.. 5000} 4/5050/aegklnmprtx MARMON 
7p. Limousine. . 5200) 4/5180jaegklnprtx “Little” 
2p. Speedster... . .| $1895} 2/3019]aeghimnprx 
4p. Speedster.....| 1965] 4/2977|aeghlmnprx 
4p. Sedan........ 1795} 2|3039|aeghimnpr OLDSMOBILE 
2p. Coupe........| 1895} 2|3053|aeghlmnprx “*30-E” 
4p. Brougham....| 1895)..].... 5p. Sp. Touring.. | $895) 4/2490/ceghimnr 
LOCOMOBILE 4p. Sedan........ 1895} 4|3092|aeghlmnprtx || 4p. DeL. Rdster..| 895) 2)2317|)cehmnr 
JORDAN “‘R” “8.79” 2n. Coupe Rdstr..| 1995} 2}/3054)aeghlmnprx 2p. Coupe.. 875) 2)... 
4p. Blue Boy... ../$1745]..].... 5p. Brougham. .. .}$1895) 4/3330j)afghkmnrx 4p. Victoria... ... 2595] 2/3116jaeghimnprtx || 5p. Sedan 2d... 875) 2 e 
4p. Spt. Salon... .| 1595) 2/2775jaghjmnrx 5p. Sedan........ 1895) 4|3335)afghkmorx 5p. Cus. Sedan. ..| 2595) 4/3119|aegblmnprtx || 5p. Sedan 4d.. 975) 4)... le 
2-4p. Tomboy....} 1595} 2)... .j/aghmnrx . .Collap. C’pe...}| 1995). .]....|afghkmorx 5p. Cus. Sedan. ..| 2595] 4/3172)aeghimnoprtx 4p. Sp. Coupe. .. ...| 965) 2)2650)ceghmnru 
5p. Sedan........| 1595} 4/2775iaghmorta DeL. Sedan...| 2550). .|... . |afghkmorx 4p. Town Cab.. .| 3125 4/3040 aeghimnprtx || 5p. Landau......| 1075) 4|/2780)ceghimru 
KEY TO SYMBOLS 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a—Wood whee d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
b—Wire wheels. f—Front #umper I—Spare tire lock. s—Spotlight. *—Overall length. 
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Prices, Weights and Equipment of Current Passenger Car Models 



























































































































































































































Passengers | e | Passenger = | Passenge z | Passengers 2 
c+ | ssengers , c+; | ssenger ' c+ , s= 
an Belt 7s! Standard | an Belt Standard | an Seit oS Standard | an om S x as Standard 
Model c= 2 => Equipment | Medel <= Zs Equipment | Model °* ig => Equipment Model os 3 => Equipment 
OVERLAND | 7p. Limousine. .. .} 2695 A :750|aghlmnrtvx ROAMER | | | 3p. Sp. Roadster..| 1195 2log45 deghkImnrw 
**4”” Whippet | 5p. DeL. Sedan. 2795) 4\3600!aeghimnrtvx || “8.78” 5p. D-Phaeton....| 1195} 4)31 
5p. Touring $625 4 1985 ag | 7p. DeL. Sedan. 2995| 4/3700|aeghImnrtvx || 2p. Roadster $1495} 2 7p. Cus. Tourer...| 1245 
2-4p. Roadster 695} 2/1930): en **§-80” | 4p. Coupe. 1495} 2 5p. Coach.. -| 1230 11 
2p. Coupe... 625} 2/2025\ag op. Phaeton. 1395 4/2850 aeghImnrw | 5p. Sedan 1795 3p. Catry. Club 1295 i 
5p. Coach.. 625 ol2075lag 2-4p. Roadster.. 1495 2/302 5iceghlmnrw | **8-80"" 4p. Cus. Vict.. 1325 165 
5p. Sedan 725) 4/2185\agh |2 th Coupe 1565 2/2 2875\aeghlmnrw | 2p. Coupe.. $1985) 2|3410\ag Sp. Cus. Sedan 1335 
5p. Landau 755| 4/2230lagh | Sp. 2d. Sedan 1395 30001: veghilnrw | 5p. Brougham 1985) 2|3440\ag **Spec. 6 
“6” Whippet im Std. Sedan.. 1595 413125 aghmnr. | 5p. Sedan 1985| 4/3570\ag 5p. Coach. 1480 
2-4p. Roadster 825 2225) agh | Spt. Sedan 1793} 4/3100 | **2_g9”" Sp. Brougham 1730 
5p. Touring 765 4| 12270! agh | 5p. DeL. Sedan. 1795) 4/3125|Deghlmnrw || 5p. Tourer. 2495) 4/3650) cg “Big 6 
2p. Coupe.. 795 ‘2 305)agh | “6-90” | 5p. Sedan.. 2985} 4/3880\cg 120” W.B. 
5p. Coach... 795 2/2405): igh | 5p. Phae on 1695 4/2930)aeghlmnrw | 7p. Sedan. 3285 4 3980\eg 5p. Du-Phaeton. . |$1445 Deghimnr 
5p. Sedan. 875 ‘ 2440\agh | 2-4p. Roadster. 1695 7 2960|aeghlmnrw | 2-4p; Roadster.. 1495 Deghklmnrw 
5p. Landau 925) 4/2490\aght | 4p. Coupe 1725 30502 eghlmnr 3p. Du-Roadster..} 1530 Deghimnr 
| 4p. Sedan 1895 2| 3150|aeghilmnr 5p. Club Coupe.. .| 1480 Dgh 
| 5p. Sedan 1895] 4/3200|aeghlmnrt 2p. Com'r Coupe.} 1545 
5p. Landau. 1995) 4 3250 aeghimnrt 5p. Com’r Sedan..| 1585 
**8.69”" | | 4p. Com’r Coupe..| 1645 
126” W.B ROLLS ROYCE | 4p. Com’r Vict.. 1575 
5p. Coupe.... 2795 |: 3810/\egi **Si. Ghost” 127” W.B. 
PACKARD ‘‘6” | 5p. Sedan 2995] 4|3875|Deghlmnrtx [| Open Models S Bfghjkmprtx || 7p. Du-Phaeton. .| 1845 
126” W.B. | 3316” W.B. | Closed Models. § Bfghjkmprtx ip. Tourer ...| 1845 
4p. Roadster $2350} 2/3545/ DeghImnpx 2-4p. Roadster.. 2995] 2'3650| Deghlmnrx | “New Phan” | 7p. The Pres’t 2245 
5p. Phaeton. 2250} 4/3590|Deghlmnpx || 7p. Sedan. 3095). . |3°75leg | Open Models § Beghjkmprtx || 7p. Pres’t Lim. 2495 
5p. Sedan. 2250} 4/3925 eee || Sp. Sedan.. 3495) 4/3950|)Deghlmnrtx || Closed Models. 5 Beghikmprtx 
133” W.B. || 7p. Sedan. 3595 50} DeghImnrtx 
7p. Touring. 785) 4| 37! 10) Deghimnprx |} 5p. Ber. Lim.. 3795} 4/4100) Deghlmnrtx 
4p. Coupe. 2685 2|; 3925|deghint 
5p. Club. Sedan 2725) 4)4015 | Deghilmnpr STUTZ “AA” 
| tx 131” W.B. 
7p. Sedan. 2785) 4/4070! Deghlmnprtx 2-4p. Sp’dster. . . .|$3150) 2 
7p. Sedan Lim.. 2885) 4/4130| Deghlmnprtx | STAR “4” 4p. Speedster... . 3160) 4 
“3” 2p. Con. Rdstr.. $550! 2/1850!a 2-4p. Coupe... 3165) 2 
136” W.B. | PIERCE ARROW 5p. Touring 550! 4/1920) 4p. Vict. Coupe.. .| 3175) 2/41 
5p. Phaeton. 3750 4] $130) Degh ikImnprx **80” 2p. Coupe.. 650} 2/1965\ah 5p. Brougham. 3195) 4/4: 
4p. Runabout... .| 3850 a, 4110] De zhkimnprx || 2p. Runabout... ./$2495) 2/3285/afghirx | 5p. Coach.. 675 |22/120 lah 5p. Sedan... 3195) 4 
4p. Coupe.. 475|02/4475|deghimnpt | 7p. Phaeton. 2895) 4/3440/afghircx | 5p. Sedan. 765} 4/2200j\ah 5p. Land. Sedan. 3345) 4/.. 
5p. Sedan.. 4750) 4) $430) Deghkimnp || 4p. Phaeton. 3095 4/3300}; afghirx - 2 145” 
rtx | 5p. Brougham 2495} 2/3479|afgkirtx 5p. Tourong.. 725} 4/2070\a 5p. Tour. Bro’ m..}| 3685 
143” W.B. | 2p. Coupe.... 3100} 2/3405 \afghlpr | 2-4p. Roadster.. 885} 2|2140\aeghkmrw 7p. Sedan........ 3685 
7p. Touring. ..| 3950) 4/4250) DeghkImnprx || 5p. Std. Sedan... .| 2895 4/3525 afghirtx | 2-4p. Cabriolet 915) 2}2260\aeghmr 7p. Sedan Lim 3785 
5p. Club Sedan. . .| 4890] 4/4550! Deghilmnp | 7p. Std. Sedan.. 3350 4/3620 afghirtx 2p. Coupe. 795| 2!2145lahme “AA DeLuxe” 
| | | rtx | 2-4p. Coupe. 3200} 2}3450\ afghirtx | 5p. Coach.. 845) 2/2265lahmr 131” W.B. 
7p. Sedan. 9000) 4/4660|Deghklmnp || 5p. Club Sedan. .| 3300 4/3565 afgblr | 5p. Sedan 925) 4/2340\ahmr 2p. —- - 3250 
| | rtx | 5p. Club. Land....| 3400 4/3570|afghle | 5p. Land. Sedan 975) 4/2335\abmrt 4p. Speedster. . 3260 
7p. Sedan Lim. 5100) 4/4700|Deghklmnp || 7p. Ene. Dr. Lim.| 3450! 4/3680\afghirtx | 2-4p. Sp. Coupe 975) 2/2295\aeghkmr 2p. Coupe.. 3265 
rtx | 4p. Coupe.. 3250) 2/3420\afghirtx 4p. Vict. C oupe.. 3275 
|| 5p. DeL. Sedan...| 3895 4/3500 afghirtx 5p. Brougham. . 3320 
| 7p. DeL. Sedan. 3995) 4/3600lafghirtx 5p. Sedan........ 3320 
| 7p. Lim. Enel... .| 4045) 4/3660|afghirtx 5p. Land. Sedan. .| 3470 
**36” 145” W.B. 
| 2p. Runabout. 5875} 2|4560/afghirx 5p. Tour Bro’m.. .| 3835 
4p. Touring 0875) 4/4510lafghrx STEARNS- 7p. Sedan. 3835 
PAIGE “6-45” 7p. Touring 5875] 4/4585 |afghirx KNIGHT 7p. Sedan Lim. 3910 
5p. Touring. .. $1095) 4|....laeghnr | 7p. Sedan... 5875] 4/4815lafghirtx “F.6-85” “AA Custom” 
2p. Coupe.. 1095} 2|2525\aghnr | 7p. Lim. Encl 5875| 4/4870\afghirtx tp. Roadster $3250} 2|4252\aeghklmnrwx || 2p. Coupe.. ..| 3915 
4p. Cab. Raster. 1295} 2|2615|aeghnr | 3p. Coupe.. 6375) 2|4760\afghirtx | 4p. Touring. 3250| 4\4322\aeghjkimnrw |} 4p. Vict. C oupe. 3925 
5p. Brougham 1095) 2}2660\aghnr | 4p. Cpe. Sedan 6375 2/4795 afghirtx x 5p. Sedan..:.....| 3995 
5p. Sedan. 1195) 4|2760\aghnru | 4p. _ an. 6375 4/4830 afghirtx 4p. Cab. Rdstr. 3550] 2|4250\aeghkilmnor 2-4p. Cab C’pe . | 3995 
**6-65”" | 7p. Exe. Dr. Lan.| 6000} 4/4895 lafghirtx | x 
4p. Roadster.......| 1495} 2/3055/aghmnrwz | 7p. Sedan Land.. .| 6000} 4/4840/afghirtx | 5p. Cus. Sedan 3350} 4|4562|aeghjklmno 
5p. Brougham... .| 1395} 2/3215|aghmnr | 4p. Lim. Enel 6375] 4/4880\afghirtx rtx 
5p. Land. Bro’m..| 1395} 2)3115|aghmnr | 4p. Sedan 6475) 4/4805\afghlr | 4p. Coupe.. 3450) 2|4257|aeghklmno 
5p. Sedan...... 1495} 4/3280/aghmnrux 2p. Coupe. 6600) 2|4745jafghir rtx VELIE 
“6-75” 4p. Sedan Land.. .| 6600} 4/4800lafghirtx 5p. Std. Sedan. 3450| 4|4572\aeghjkimno “*Std. 50” 
7p. Touring ..| 1655 4 3420jaghmnrx | 4p. Encl. Land....| 6600) 4/4880/afghirtx | rtx 2-4p. Roadster... .|$1165 
4p. Cab Kdster..| 1995) 2/3540\deghmnrx 7p. Fr. Limou. 7500) 4/4740\afghirtx | 5p. Sedan Lim.. 3700) 4/4650\aeghjklmno 3p. Coupe........] 1165 
5p. Sedan 1695) 4)35 550\: aghjmnrux 7p. Fr. Landau...| 8000) 4/4865jafghirtx | rtx 5p. Sedan........ 1165 
4p. Coupe... 1995) 2/3550\deghmnrx | 5p. Cus. Sed. Lim.| 3700} 4|4650\aeghjkimno 5p. Met. Sedan 1325}. . 
7p. Sedan. 1°98) 4|3765|dghmnrtx rtx **Spec. 60” 
7p. Li imousine. 2145) 4/3805 |dghmortx | 7p. Sedan.. . 3750} 4/4702|aeghklmno 5p. Club Ph’tn....| 1450 
“8.85” | rtx 4p. Coupe........ 1585 
7p. Touring. . 2295) 4/3570\aeghmnprx 7p. Sedan Lim... .| 3950] 4|4800/aeghklmno 5p. Spee. Sedan...| 1585 
5p. Sedan........ 2355 4/3700 aeghmnprux rtx 5p. Royal Sedan. | 1635 
4p. Coupe........| 2655 2137 00l|aeghmnprx **G-885”" 
4p. Cabriolet... .. 2655 |23/690aleghmnprx PONTIAC “6” 4p. Roadster 3950} 2/4448 aeghkIlmnrwx 
7p. Sedan........ 2655/43|910a eghmnprux 2-4p. Roadster... .| $775) 2/2160\ah | 4p Touring. 3950| 4|4633|aeghjklmn 
7p. Limousine. . 2795) 4|3950\aeghmnprux |} 2p. Coupe.. 77 2|2275jah | rwx 
| 5p. 2d. Sedan 775| 2)2375\ah | 4p. Cabriolet 4550} 2|4717\aeghklmnorx |} WILLS 
| 4p. Sport Cab 835} 2/2345/a 4p. Coupe.. 4550) 2|4882\aeghjklmnor KNIGHT 
| 5p. Land. Sedan 895} 4/2460/ah tx ““66-A” 
5p. Del. Landau 975) 4/2510\aeh 5p. Sedan... 4650} 4/4934 |aeghjklmno 2p. Roadster. . $1850 
rtx 5p. Touring. . . 1850 
7p. Sedan.... 4750) 4|5027\aeghklmno 2-4p. Cab C’pe 1995 
PEERLESS rtx 4p. Foursome.....| 2095 
**6-60” 5p. Sedan Lim.. 4950) 4 aeghjklmno 5p. aot ' 1995 
2-4p. Roadster... .|$1295) 2/2600 rtx "WB. 
2-4p. C’pe Rdstr..| 1345| 4/2725 7p. Limousine 4850) 4 _jaeghkimno 7p. Touring baie a 2495) . . 
5p. Sedan....... 1345| 4/2895/a REO “A” rtx 7p. Sedan..... 2850 
7 i 2p. Roadster $168)5 |2 aeghnr 7p. Limousine. 2950). 
1261.” W.B. .. Brougham.. 1595) 2) aeghinr **70-A”” 
5p. C oupe.. 2295} 2'3400\aeghjlmnrtx 2p. Sp. Coupe 1625} 2 aeghnr 2-4p. Roadster... 1350 aghnr 
5p. Sedan. 2395| 4/3475|aeghlmnrt vx 4p. Victroia 1845) 2).. A aeghnr 5p. Touring. . 1295 
13314” W B. -— Sedan 1845) 4/37 00}: 1eghnrt | STUDEBAKER 2p. Coupe... . . 1295 
7p. Phachen. 1995} 4:3175!aeghlmnrx DeL. Sedan...| 1995) 4]. ...|aeghnrt 1 **Std. 6” 5p. Coach. 1295 
2-4p. Roadster... 2195; 2\3300\aeghimnrtwx || ‘*‘Weolverine” ee | 3p. Du-Roadster. .|$1160| 2|2880)deghmnr 2-4p. Cab Coupe..| 1495 
7p. Sedan. 7 4 ones wcmaiaiiin | 5p. Brougham .. 1196) soe aehine | 5p. Cus. Tourer. .| 1165}... — 5p. Sedan... . 1495 
| 





























A—Wood wheels with spare. 
a— Wood wheels. 
B—Wire wheels with spare. 
b— Wire wheels. 
C—Optional wheels with spare. 
c—Type of wheels optional. 


D— Disk wheels with spare. 


d— Disk wheels. 


e—Front and rear bumpers. 
Front bumper. 
Shock absorbers or snubbers. 


f 
g ; 
h— Automatic windshield wiper. 








KEY TO SYMBOLS: 


i—Trunk and trunk rack. 
j—Trunk rack, no trunk. 
k Spare tire. 

I—Spare tire lock. 


m—Engine heat indicator. 
n— Dash gasoline gage. 


o—Car heater. 
~—Cigar lighter. 

; -Rear traffic signal. 

s—Spotlight. 

t—Vanity and smoking set. 

u—Smoking set. 


v—Vanity set. 


w—W — wings. 


x—Cloc 


; Orrnil length. 
§—-Prices on application. 
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No group in the indus- 
try is more thoroughly 


satisfied than the car 
manufacturers who 
have adopted Lockheed 
Hydraulic Four-wheel 
Brakes as standard 
equipment. 


HYDRAULIC BRAKE COMPANY 
DETROIT, MICHIGA N 


LOCKHEED 


~HYDRAULIC 
Four BRAKE S rr. 
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June 30, 1927 


Ask Your Jobber 


$3.00 SALES BUILDER 





MOTOR AGE 











Now. about 


This SPEEDY 





Thieves still steal tires. Owners 
still hate to lose ’em! The fastest 
selling light car — Chevrolet — is 
not equipped with a spare tire lock. 


Here’s a lock which 1s built for Chev- 
rolet Spare Tire protection — and it 
retails tor $3.00 Naturally, it will sell 
on sight at that figure. 


It's sturdy enough to break a pilferer’s 
heart. Foolproof—absolutely. Finished 
in black Duco to match the carrier— 
and to resist the weather. 


A good lock—a tremendous market— 
a mighty reasonable price that anyone 
can afford. 





Order from your jobber. You'll be glad fits for you! 
vou did! ) 

Spare 

Tire 
BUTTERS MANUFACTURING CO. ATLANTA, 
































/ \ 


Since January 
1, 1927, 600,000 
Chevrolet Pas- 
senger cars 


have been sold. 





GS 


The Butters | 
Lock—at $3.00 | 


—gives the 





protection 
he wants at a | 
price that | 


pleases. Mean- | 





ing quick pro- | 
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Is Something for Nothing 
Always “Worth Just That’? 


T occasionally happens 

that the manufacturer of 

a product that is good, elects 
to introduce it by the distri- . 

bution of free samples — or 

by the method of a free trial 

with returning privileges in- 


cluded. 


This does not mean that the 
manufacturer is giving his 
product away, nor should the 
free feature belittle it in the 
minds of the trade. 


The cost of free samples 
and free trials is legitimately 
charged to marketing ex- 
pense — and should reflect 
the manufacturer's con- 
fidence in his product to sat- 
isty, and make good. 


oTOR AGE 


2 Chestnut and 56th Streets 
Philadelphia, Pa. 























June 30, 1927 MOTOR AGE 59> 


~~ ——— ~ ° 
re — ~~ 
~~ a " — m eee _~ tee — ~ssneeneee 
~~ + t= ee - naggenenes ee 
~ ~ “eer ai ANN qua 
~ — wae etoerns = ar 
~~ . Renn = ee 
s — ae ~ ied 
- \ = X ———— 
. .* = — 
; : 
Yon... 
mes 














4 Ve 


g 
we A 
“ “ Dh, > 
Zz yy Z 
4 . yr, % 
t/, 4 i 
J gy 4 y "a % 
A we, 4 py y ts " al 
4 Ms OT tt) 
y nee Mh pede ware Sante te thhy 4 y 
YW " 4 
“ 
A 
A : ME 
— . vung Mo ad 


V4 4 
Z 
YZ 
44 







HEN acustomer drives 
<4 up with a hot engine, 
just lift the hood of 
his car and inspect the fan 
belt. Four times out of five 
you'll find it is old, neglected, 
glazed with dirt, soaked with 
oil. Naturally, it’s slipping. 
By replacing it with a new 
belt you earn your custom- 
er’s good will—and the extra a 
profit you make is larger than ney cog oe 
on the five gallons of gas he jh py 


came to buy. 60 to 80 endless cords 
run clear around every 
Gates Vulco V-Belt. 
Built like a cord tire, it 
is non-stretch and al 
most unbreakable. That 
is why the Gates Vulco 
V-Belt is giving extra 
service and pleasing your 
customers. 


” The Standardized Fan Belt”’ 


GATES Ve“ BE 


**Manufactured by the World’s Largest Makers of Fan Belts”’ 





























veeeenktee # 







CROSS SECTION OF 


GATES Vutco 


MOULDED V BELT 








60 MOTOR AGE June 30, 1927 


Lindbergh ~ Chamberlin 









Acosta ~ Byrd 


One for all and all for one 
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T HERE are no Service Stations along the route other great flyers what plug they recommend, they 
of a trans-Atlantic or polar flight. would tell you AC—the plug on which they staked 


. , heir lives. 
In such a test, failure of a single spark plug might their lives 


spell the difference between triumph and disaster. Dealers, tell your customers AC is the plug used 


In that first successful non-stop flight across the Atlantic, by Lindbergh, Chamberlin and other great flyers. 
Colonel Charles A. Lindbergh placed his firm faith in Tell them you can give them the same kind of AC 
par ugs. 


Plugs—same insulation, same quality of electrode, 
same basic design, that made possible these record 
breaking flights. 


For his historic flight from New York to Germany; 
Clarence D. Chamberlin relied upon AC Spark Plugs. 


Acosta and Chamberlin, in 51 hours of continuous fly- 


ing above Long Island, established a world’s endurance If you tell these facts, you can sell an even greater 
record with AC Spark Plugs. volume of AC Spark Plugs. 
Commander Byrd, in his daring flight to the North Pole =e 
and return, marked up still another clean score for AC AC Spark Plug Company, FLINT, Michigan 
Spark Plugs. AC-SPHINX Makers of AC Spark Plugs AC-TITAN 
e ° Birmingham AC Speedometers—AC Air Cleaners Levallois-Perret 
If you should ask Lindbergh,Chamberlinandthese = ENGLAND ACO Filtc,c, AC Gasoline Stratners FRANCE 


Over 200 of the world’s most successful manufacturers use one or more, or all of these AG Products 


.. SPARK PLUGS A\\W SPEEDOMETERS A\\) AIR CLEANERS -\\) OIL FILTERS 


© 1927, AC Spark Ptug Co. 
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10 DAYS’ FREE TRIAL 


No matter what else you do today, be sure to 
write for the details of our 10 day free trial 
offer by which you can satisfy yourself that 
the Thompson Hydraulicator will be a real 
sales-builder for you. 


Thompson Hydraulicators sell at a price 
which brings them within reach of the owner 
of small cars. They allow you a good profit. 
And they more than satisfy your customer. 


The 80/20 factor, alone, makes them the 
equal of the expensive types. (Only 20% re- 
sistance is applied to down-swing, but 80% 
resistance is applied to upward rebound. ) 


In mechanical construction and freedom from 
trouble, Hydraulicators still further demon- 
strate their right to the highest price. But they 
sell for a reasonable price that any owner can 


afford. 


It will pay you to investigate. Why not write 
for details of the trial offer right now? State 
make of car to be used in test. Address The 
> Thompson Spring Corporation, Wilmington, 
Delaware. : 


4BMPSON 
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8-77 FIVE-PASSENGER SEDAN 8-88 FIVE-PASSENGER SEDAN 

















8-77 ROADSTER ' 8-88 ROADSTER 

















8.77 TOURING 7 8-88 FIVE-PASSENGER TOURING 
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8-88 SPORT SEDAN 
—and four other cAuburn models 








MOTORS 


LYCOMING MANUFACTURING COMPANY, Makers of fine Fours, Sixes and Eights-in-Line, WILLIAMSPORT, PA. 
Export Department—44 Whitehall Street, New York City MEMBER OF MoTor TRUCK INDUSTRIES, INC., OF AMERICA 


FOR NINETEEN YEARS BUILDERS OF QUALITY PRODUCTS 
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$175 FOR HANDIGRIP 
JUNIOR WILL SAVE Car Washing 


MOST OF YOUR @| at its Best 
PAINTING COST 


Handigrip Junior—the new Plummer- 
Huff complete outfit that weighs only 150 
pounds and costs only $175—enables you 
to spray-paint cars in your own shop at 
minimum cost, 
not only for 
labor, but also 
for equipment. 
Handigrip Junior is 
) expressly designed to 
fit the needs of the 
used car department. 


With it, as with lar- 
ci | 71 PMAN 
you can do a com- 


plete job in paint 












JUNIOR MODEL 





or lacquer; stripe, SPRAY MIST CAR WASHER 
touch-up or patch; do an hour’s work in That’s what the Lipman Spray Mist 
a few minutes; practically eliminate System, either Junior or Master unit, 
sanding and reduce drying time insures. Cars are cleaned as “slick 
_ . as a whistle” in a remarkably short 
It is simplified to the last word. Except time—without the least damage to 
for the turn of a nut on the gun to finish. A soft, fog-like spray mist 
adjust the flow of material, it does its dissolves the dirt on chassis and 
work without adjustments of any kind. body like magic—straight air thor- 
Any handy man can use it oughly renovates the interior. 
It embraces every essential for high- Powered by the efficient Lipman 
class paint work. It handles lacquer, Four-Cylinder Compressor with ball 
int end enemela Tt onerates on. ie bearing crankshaft and silent chain 
pa : ; : Pp : Ss On 10W drive for noiseless operation, the 
pressure, practically eliminating fumes. Lipman Spray Mist Car Washer is a 
It is complete with air compressor, real business stimulator. 
motor (or gasoline engine), air tank The Lipman Junior is equal in all 
and connections, ready to attach to any respects to the Master Unit except 
electric socket and operate. for a slightly smaller size and 
capacity. 
Saves and Makes Money Write Today 
Spray painting in your own shop as a , 
means of increasing the sales value of LAMAN PUMP WURRS 
used cars at the least cost, is a re- 2306 Eleventh St., Rockford, Ill. 
cognized advantage. Now Handigrip ee oe ee 
Junior extends this advantage even to 
the smaller dealer. Lipman Pump Works Eleventh St., Rockford, Ill. 
: Please send complete information on Lipman Spray Mist 
Ask for Demonstration System and other Air Equipment—without obligation on 
You can prove the advantage of Handigrip products our part. 
in your own work without risk, under the Plummer- 
Huff Company guaranty. Ask for a demonstration. Name 
Kindly address Dept. Mo MM | MRERO ice e cesses pee eecec teen ee nen eeeeiones 
Plummer-Huff Company CC ay Ee ee | a ne ee as 





NAPOLEON, OHIO 
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This is Piston Pin Service 


New—-different—more complete. We carry in stock piston pins in aie —EE 
5 different oversizes for each standard size—ready to be shipped the same | ee ee 
day your order arrives. The Thompson Ordering Code makes telegraph- es ae Ah 
ing easy. 


Our Piston Pins are made of solid bar stock—triple heated—and 
machined to a perfect wearing surface within .0002 accuracy. 


If your jobber cannot give you the Thompson idea of service, get our 
140-page catalog containing full size blueprints of piston pins and a com- 
plete listing of pin sizes by car, truck and bus make, model and year. 
Explains the Thompson Telegraphic Code for easy ordering. 


THOMPSON PISTON PINS 
Defiance, Ohio 


THOMPSON 








The Thompson Plant is a modern 3-story 
- factory completely equipped with modern 

automatic production machinery for the 

manufacture of Thompson Piston Pins. 
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A PACKAGE WITH A 


packed. 
1—Each package contains a full pin, shackle-bolt, spring-eye, 
set of the size and type of tie-rod, steering knuckle, 
bushing required for a par- generator or starting motor, 
ticular job. is of convenient size and 
2—Each package with clear and easy to handle. 


distinct label quickly tells the 4—Each package is made of 


part number, car name and substantial material and 
medel and number of pieces withstands the abuses com- 
in a set. mon to shipping. Thus is it 
3—Each package, whether con- in usable condition when it 
taining bushings for piston- reaches its destination. 


JOHNSON BRONZE COMPANY 


Chicago 





PURPOSE 


It is one thing to produce 
replacement bronze bushings 
which are so accurately 
machined as to be ready for 
immediate use—and yet an- 
other thing to deliver them 
in a safe and convenient 
manner. Johnson Bushings 





are easily recognized by the 
box in which they’ are 


NEW CASTLE, PA. 
Kansas City San Francisco 


OHNSON 
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ANNOUNCING 
LOW’S 


REVELATION 


BEVEL INNER-RING 
—F} Absolutely new. For 


oil-pumping, piston, 




















slap, increased power, 








better economy on oil 





a 

yee and gas, less crank 
case dilution. Seals 

ae behind the ring, cush- 
o ions for slap. Not nec- 
r essary to use oil ri : 

= \\ iit . os site do 
$n cylinder walls. Results 
astonishing. Price to 

repairmen, $1.50 for 
50 ft. coils in %” and 


$46” widths, and 40 ft. 
14” (for Fords). 








It’s all in the bevel. 





Manufactured and sold 
by 


ARTHUR LOW 


1307 Kalamath Street 
Denver, Colo. 
















Simple 
Efficient 
w cost 





large Shops and Small Ones 






all over the country are 


VALVE REFACER 


Ralph M. McGee from Sheridan, Wyo., stated: “‘We easily got enough 
additional profitable jobs to pay for the new apparatus the very first 
week.” That is the way they write. The Crowe pays for itself. One 
garage man calls it a mint. All talk about the perfect work it turns 
out and how pleased are customers. 


The Crowe sells for only $87.50. You will find it the best investment 


you ever made. 


LISLE MFG. CO. 
819 E. MAIN ST. THC 


CLARINDA 


Terms if desired. 


Write for Information about 





CUPPED WHEEL 


IOWA VALVE REFACER 


Also manufacturers of the new Lisle Reliner (worn brake lining remover, lining 
cutter, reliner and tire chain mender— all in one). Slickest tool you ever saw. 














> 
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$1.50 Invested—Pays $25.00 











Figure the time saved having on hand an assortment 
of springs, kept in a handy box, in various sizes and 
types most needed on auto repair work. 
Over 100 steel and brass expansion and compression 
springs in Peck’s Assortment No. 1 cost you just $1.50. 
Selling these at only 25 cents each means $23.50 profit 
to you. 
Figure the satisfaction you give your customers snap- 
ping on the spring he needs WHEN he needs it. Other 
assortments list at $3.50 and $5.00. 
If your jobber doesn’t carry them, write us, mention- 
ing his name. 

The illustration Is a No. |. Price $1.50. No. 2 sells at $3.50 


THE PECK SPRING COMPANY 


Plainville, Conn. 


PECK?’S Assortments 
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Ih Profit Making Ideas 
in Every Issue of 
Many subscribers of MOTOR AGE, As a means . Ss en 
| ) fitable habit to encourage, bo 
eurpunareduechemnee “ game cae benefit of the organization and 
each week, route every issue regularly its individual members. It is always 
through their places of business to all best to read MOTOR AGE every 
departments. week. 

CHESTNUT and 56th STS. PHILADELPHIA, PA. 

SJ 




















Women Drivers Demand 





Genuine Onyx 





“. 
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Quick Turnover for Dealers Selling 


YA-VA-PAI Gear Shift Balls 


Makes an 


feminine pride and lends re- 
finement to the car, resulting 


in sales. 


YA-VA-PAI ONYX MINING CORP. 


Dyersville 


Manufactured with standard 
bushings and furnished with 
reducers to fit all cars. List 
price $2 in the U. S. A. 


instant appeal to 


Automotive Division 


<“ 


Iowa 





i ee ee 








More 


than 


1,000 
Service - - 
Stations - - 


and 
fleet 


owners > 

















Use - = = - 
-HYDRAULIC-@  ——— 
: meAy mY) —- Models 2699 and 


tire 


applying - - 
presses - - 





2727 are 325 
Tons Capacity 
Presses—built 

to meet the 
Service demands 
of the largest 
Truck Tires 





The preference of service stations for Elmes’ equipment is proof 
of one outstanding fact: 


With it the owners can do better work and make greater profits 
than with any other outfit known. 


PERFECT WORK — MINIMUM EFFORT — PRECISION 


Charles F. Elmes Engineering Works 


New York, Room 310, 30 Church St. 


233 N. Morgan St., Chicago, U. S. A. 
Phone Cortla@id 4435 
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HE Dreadnaught “Ask- 
‘em-to-Buy” Cabinet 


shows chains in compact, 
handy cartons, strikingly dis- 
played, carrying the power of 
suggestion to the consumer, 
which makes sales. 


THE COLUMBUS McKINNON 


CHAIN COMPANY 
COLUMBUS OHIO 


DREADNAUGHT 


TIRE CHAINS 


For Balloon, Cord and Truck Tires 

















yer Used 


IDEAL HOSE 
CLAMPS 


‘“‘The clamp which prevents leaks 
under all circumstances.”’ 





Order direct or through your jobber 


IDEAL CLAMP MFG. CO., Inc. 


200 Bradford Street Brooklyn, N. Y. 











Piston Rings 


Installed by the Simplex Method, you can cure any old motor 
of « sil pumping, piston slap and compression loss by putting two 
Simplex Piston Rings in each cylinder. No resizing or new pis- 
tons. No come-back. Satisfied customers send you more business. 


Send for the Simplex Method of reconditioning motors without 
cylinder machinery, and make more money. 


The Simplex Piston Ring Co. 
of America, Inc. 


1971 East 66th St., Cleveland, Ohio 
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THORDOX 


Clamp on 


Ash 


"ey Receiver 

- — One of the biggest sell- 
ers in a fast-selling class. 
In addition to ash re- 
ceptacle, it includes holders for a box of matches and pack of 
cigarettes. Made of Non-rust THOROLIUM, highly nickel 
plated. Will not rust or rattle. And the list is only 75c. Write. 


THE THORDOX MANUFACTURING;{CO. 


410-412 N. Hermitage Ave. Chicago, Ill. 
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FOR LESS MONEY 






67 


ALL tn-ONE 


oe 





roposition at 


CENIEHOFE & C0.-230 W. ONC F caco 
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FOLLETT’S .Ss%. TIME STAMP 


accounts for every labor minute 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 620 4 3: PV 


Tells when a job is started—and when it is 


finished. There can be no dispute over the 
Learn the inter- time charge. 
esting deta ils Absolutely automatic — except for winding. 
om our de- 


scriptive dats. Every machine guaranteed. 


Follett Time Recording Co., 217 High Street, Newark, N-J. 


“Established Since 1904’ 














breplock 


BRAKE LINING 











The Only Lining WithThe 
Brakiné Surface Ground Smooth 

















“Its Life Is Double—With Half The Trouble’’ 


UNITED STATES ASBESTOS CO. 
MANHEIM, PA. 


New York Pittsburgh Chicago Detroit San Francisco 




















The most successful 


merchandisers keep 
at it every week 


|\OTOR 
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Makes a Tight Joint 


The results of your work with 
Rubyfluid are right. You know 
that before you start. 















That’s why this non-corrosive, 
non - explosive, non - injurious 
soldering and tinning flux is 
preferred by mechanics every- 
where. Do a job with Ruby- 
fluid. You'll like it. 


The Ruby Chemical Co. 
68-70 McDowell St., Columbus, Ohio 











Fastest Selling! 


SINKO 


Automatic 


CIGAR LIGHTER 


Reese, ALWAYS A LIGHT! SINKO 

4 NEVER FAILS! Won’t come 
back with complaints. Guar- 
anteed for the life of the car. 
Two models—clamp on or 






through dash. Easy to in- 
stall. Socket can be used for 
trouble light. Dealers are 
cashing in big. Motorists 
know they won't break. 
Write today. 


SINKO Too, & Mrc. CoMPANY 
357-359 Crawford Ave. Chicago, IIl. 


LIST PRICE 
$3.50 












Pump More Air per 
Horsepower with 


Less Oil 


Kellogg Mfg. Co., Rochester, N. Y. 





























FREDERICKS 


Rewinds 


New low prices: Rewinding or exchanging any 
two unit type of automobile generator or 
starter armature, $2.50. Any type of Ford 
armature $1.50. Special prices on Ford 
armatures in quantities. 


H. M. FREDERICKS CO., Look Haven, Pa. 






































Portable Electric 


) DRILLS 


GRINDERS—POLISHERS 
Ask for Catalog 105 


The United States Electric Tool Co. Cincinmati, Ohie, U. S. A. 
Oldest Builder. of Electric Drilis and Grinders in the World 
















PROTEX-A-MOTOR 
GASOLINE PURIFIER 


Protects the Entire Gasoline System 
It puts gag through a triple separation from its 
impurities by straining—by filtration—and in ad- 
dition by gravity. 

Installed between gas tank and vacuum. Set on 
self-cleaning 60° angle. Absolutely LEAK-PROOF! 
Investigate! 

PROTEX-A-MOTOR MANUFACTURING CO. 
Pittston, Penna, 




































WIRE OR WRITE US FOR NEW OR USED 


| TIRES—PARTS—ACCESSORIES 


IF IT’S FOR AN AUTOMOBILE WE HAVE IT! 
SEE OUR NEXT DISPLAY IN MOTOR AGE 


STATE AUTO PARTS CORPORATION 
2011-13-15 S. State Street, Chicago, Ill. 











‘ 
‘TRADE MARK REG. 


Gas Gauge for Ford 


Chevrolet—Overland—Star 
Sells quick at $1.25 retail. Types 
“K” and “J” for 1926 Chevrolets 
and all Stars sell at $1.50. 


THE AKRON-SELLE Co. 





AKRON, OHIO 























Shop 
Equipment 


for Battery and 
Electrical Service 


Chicago, Illinois 





4358 Roosevelt Road 

















It’s a Permanent Repair! 


Have a can of CONNEAUT PLASTIC 
METALLIC PACKING in your garage and 
be ready for the fellow who says he can’t 
keep his water-pump from leaking. 

All sizes in one can. Stocked with your 








Jobber. 
1 Ib can $1.75 per Ib. 
5 lb. can 1.60 per lb. 





Manufactured by 


prevent tHE CONNEAUT PACKING COMPANY 
This! Conneaut Ohi 



























Valve Face 
~i << Grinding Machine 


—with the NEW Sioux ~~ rane System. Amazing accuracy and 
speed. Investigate before you 


Your Jobber Sells It. 


ALBERTSON & CO. 
SIOUX CITY, IA. 




















NEXT WEEK 


—is the time to read next week’s issue of MOTOR 
AGE, as you are reading this week’s issue this week 


Moror AGE 
Chestnut and 56th Sts. 





Phila., Pa. 
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If jobber does not stock | 
write direct 
Genuine 


APEX Innerings 





U. S. - Canada 

Guaranteed to stop oil pumping 
THOMSON MFG. Co. and piston slap and renew mo- 
Dept. 21 Beeste, ii. tors without re-boring. 


| 











HOT WATER HEAT FROM THE MOTOR 


Warms car but leaves air clean and pure. Remains warm 
long after engine stops. Lasts for years. Never out of 


order. Only 2 models to carry. OT-A 
MOTACs 


75 minutes to install. 
The Only 


Write for full information. 
MOT-ACS, Inc., Dept. A HOT WATER HEATER J 
551 W. 42nd St. N. Y¥. Cc. “07 AUTOMOBILES # 







































Something New! 


An Automotive Manufacturer with 25 years’ experience and excellent 
reputation has produced an entirely new type and design of double- 
acting hydraulic shock absorber. It represents the must advanced ideas 
in spring control, is simple to install and requires no service. 

For complete information, address 


COVERT GEAR & MFG. CORP. 
Grand Street Lockport, N. Y. 























VESTA 


BATTERIES 


VESTA BATTERY CORPORATION 2100 Indiana Ave., Chicago, U. S. A, 
Central Distributors in 65 Leading Centers 


























Orrville Spring Governors 


Make Smooth-Running Profits 


Among the foremost popular sellers for easier riding. 
Simple in operation and easy to . Check the 
rebound and control the springs against ‘‘galloping’’. 
Ask for illustrated literature and discounts worth while. 


ORRVILLE SPRING GOVERNOR CO., INC. 
500 Brant Bidg. Canton, Ohio 
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The Packard Electric Co. 

















The Jordan is different 
—and always will be. 


Jordan Motor Car Company, Inc. 
Cleveland, Ohio 














—————————————— 








YOUR NAME ON 


ONE PIECE SUITS 9 °Exch’Stir 


Protexalls are very inexpensive, yet wear like iron; stocked in 
Khaki, Stripes and other fabrics. Spic and span attendants all 
wearing the same uniform are the 
cheapest form of advertising. 


Protexall Company 
Abingdon, Ill. Atlanta, Ga. 




















ANADIATOR 


Damageproof against repeated boilings and freezings. Built to last the full 
life of the car. Complete radiators for Fords, Chevrolets, Dodges and 
Maxwells. Cores for all cars and TRUCKS. If not at your jobber’s, write 


direct. 
J. C. Black Mfg. Co., Inc., Oil City, Pa. 


























BELLEVUE 


Trunks, Trunk Carriers, Pumps, Bumpers, Jacks 
See our combination trunk, trunk carrier, spare tire 
carrier and bumperette. COMPLETE line for all 
cars. Write for prices and nearest jobber. 


THE BELLEVUE MFG. CO. Bellevue, Ohio 























Here Is Something to Sell! 


A piston ring, on the principle of a packing ring, that gives 
remarkable results in service, is used in thousands by auto- 
mobile factory branches for replacement—and have a profit 
worth while. WRITE FOR DETAILS. 


THE CORK-SEALED PISTON RING CORP. 
2332 Michigan Avenue, Chicago 
Factory: Denver, Colo. 


Canadian Distributors: Purser, Bull & Co., 
Toronto, Canada. 


Ltd. 











TIMKEN 
Tapered 
ROLLER BEARINGS 


























PATENTS AND PAT. ATTORNEYS 


C. L. PARKER 


Ex-Examiner U. S. Patent Office 
Attorney-at-Law and Solicitor of Patents 
McGill Building, Washington, D. C. 
Patent, Trade Mark and Copyright Law 


o 
TESST EEEEESR SESE E eee eee 


CLASSIFIED ADVERTISING 


GARAGE AVAILABLE 


For the Special Attention of Firms proposing 
to develop the English Motor Market. 
center of London within a few minutes of the 
principal Railway Termini, 





WISH to arrange with manufacturer to make 
and sell patented Universal Wheel and Gear 
Puller. On royalty basis or otherwise. Henry 
T. Riberdy, 1127 N. Court St., Rockford, Ill. 





WANTED—AGENTS-DEALERS, to sell the 
Hydrolift Hydraulic Automobile Jacks. No. 
competition. Every demonstration a sale. At- 
tractive proposition to right parties. Schubb & 
Company, Accessories Division, 1208 E. Fif- 
teenth St., Detroit, Mich. 


n the 


to be Let or Sold 





a fine modern Garage now in course of erection. 





CLASSIFIED ADVERTISING 
RATES 
Ten cents a word is the rate for all 
undisplayed advertisements set solid, 
regular want ad style; minimum 


The area extending to 40,000 feet super, is all 
on the Ground Floor with several exits. An 
economic Rent or Price will be accepted and 
further particulars can be obtained from Alaway 
& Partners, Real Estate & Garage Agents, 20 
Bloomsbury Square, London, England. 





Classified Advertisements 
Can be Used to 
Good Advantage in 





charge $1 an insertion. All capitals, 


12c a word; all capitals, leaded, 15c a 
word. Payable in advance. 











FOR SALE—Auto Wrecking business, 
arts, cars, tires—money maker. Address C. A. 
erlin, 229 Hockaday, Council Grove, Kansas. 


This Space and Will 
Bring Results! 


used 
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“YANKEE No.1993 


NORTH BROS. MFG-CO. PHILADE. PA.USAcg 




















block, with 


holds round 


4 ncaemmmmamaies 













Hardened _ steel 


\V- 


shaped grooves, 


or 


irregular shapes. 


The Handiest Vise 
for Garage Work 


Even if you have other vises, you need this 


“Yankee,” because you can do work with 
it that is impossible with any other—and 
do it with speed, accuracy and ease. 


Not only has a swivel base so you can turn it around 
in any position, but detaches from its base. You don’t 
have to remove work from vise until entire job is com- 
pleted—simply lift vise, work and all, off base, and 


carry to drill press, milling machine, etc. 


Sides, ends, bottom and top are machined true. Work 
is kept in perfect alignment at all times. Cam-throw 


lever locks vise in any position. 


No. 1994—Jaws open 4 in. 

No. 1993—Jaws open 3% in. 
No. 1992—Jaws open 1-15/16 in. 
No. 1991—Jaws open 1% in. 


Some Other “Yankee” Tools 


Brake Lining Cutter Automatic Feed Chain Drills 
Ratchet Breast and Hand Drills Ratchet Screw-drivers 
Automatic Feed Bench Drills Ratchet Tap Wrenches 


of fine tools. It tells just what you want 


for making work easier and quicker. 


Dealers Everywhere Sell 
“Yankee” Tools 


NortH Bros. Mrc. Co., Philadelphia, U. S. A. 


. Wnake Beller Mechanics 


Write for FREE “Yankee” Tool Book 


This interesting little book is for all lovers 


to 


know about all the famous “Yankee” Tools 


“Yankee” on the tool you buy means the 
utmost in quality, efficiency and durability 


“ YANKEE’ TOOLS 
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The Advertisers’ Index is published as a convenience, and not as a part 
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Sinko Tool & Mfg. Co 
State Auto Parts Co......... 
Studebaker Corp. 


Thomson Mfg. 
Thompson Piston Pins....... 
Thompson Spring 


Thordarson Electric Mfg. 


Timken Roller Bearing Co... 


. Blectrical Tool] Co.... 


Vesta Battery 


Weidenhoff, Joseph 
Wheeler-Schebler Carburetor 
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Onyx Mining Corp. 
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you don’t have 
a “choke” with 
SCHEBLER’S Exact Carburetion 


HERE is no “choke” on a Schebler Model 
“S” Carburetor—no device for shutting off 
the entire air supply. 


The minimum air supply is through a fixed 
air opening at very high velocity. 


In starting, even with a cold engine, when the 
cranking speed is very slow, the air velocity at the 
venturi tube is very high, thoroughly pulverizing 
the fuel. The dash control enriches the mixture 

by actuating the metering 

wore needle—doesn’t shut-off the 

“yy Aor air supply. A highly explo- 
om“ give mixture results. It fires 
, : quickly and regularly. Crank- 
roar a - case dilution is eliminated. 


The splendid results ob- 
tained in idling with the 
Schebler Model “S” Car- 
Always—with every buretor also are due to this 


piston stroke—air rushes . P 
ok Sted, velenttw want abe fixed air opening, and the 


venturi tube in the Scheb- high air velocity obtained at 


ler Model “S” Carbure- the venturi tube. 
tor. Not even for start- 


ing is the air supply from . 
the Sued aie epesiog Schebler-equipped auto- 


choked off. mobiles create immediate, 
So for every operating enthusiastic owner good-will 

condition, from the low- b f 1 . 

est engine speed to the ecause oO greatly Emprov- 

highest, thorough pulver- ed performance. They win 

ization of the gasoline is ° 

obtained. That makes the best reputations for long 

starting easy and quick; engine life and freedom 

insures smooth running from trouble, too, because 

and good power from a ‘ page 

cold engine: and it gives EXACT Carburetion elimi- 

smooth, even firing, even nates the destructive over- 

on the slowest idling. ‘ ° 

enrichment of the fuel mix- 

The fixed air opening is 

basic to EXACT Carbure- ture. 

tion—a feature of Scheb- 


ler design that has had Any good automobile 
much to do with the strik- . d . h S h bi 

ing commercial and tech- ©CQUIPpe with a ene er 
nical success gained with Model “S” Carburetor will 
this highly improved in- demonstrate better in every 


strument. “or 7 
condition of actual service. 






ifv 





WHEELER-SCHEBLER CARBURETOR CO. 


Indianapolis 


SCHE 


Finest CARBURETORS 
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Throw Away Old Valve Springs! 
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Have You Ever Stopped to Think of the 
Duties of a Valve Spring? 
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Clutch Plates 
Brake Springs 
Valve Springs 
Valve Stem Keys 
Valve Lifter 


Assemblies 


Piston Pin 
Retaining Springs 


G-H Tension 
Rings 
King Bolt Lock 
mete 
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Valves 























At normal speed they must close the 
valve 1200 times a minute. In time 
they lose that snappy, quick action, 
and the motor does not respond 
with the “pep” it once had. Install 
new valve springs whenever you 
grind the valves or put in new ones. 


G-H Valve Springs are manufac- 
tured in 250 types and sizes to fit all 
makes of cars and trucks—packed 
12 in a substantial, properly labeled 
box and stocked by G-H Distribu- 


tors in all parts of the country. 





G-H Manufacturing Co. 


Incorporated 


6-8 E. Mt. Royal Ave., Baltimore, Md. 





June 30, 1927 


for Economical Tra nsportation 

















Chevrolet can offer 
such marvelously fine cars at 











such remarkably low prices 


~~ 





GENERAL MOTORS 
The Chevrolet Motor Com- 


pany is a unit of the General 
Msotors Corporation—the great- 
est automotive organization in 
the world. The vast resources 
and engineering facilities of 
this organization are largely 
responsible for Chevrolet’s 
matchless value. 





RESEARCH 
LABORATORIES 


A technical staff, representing 
every science related to the de- 
sign and construction of motor 
vehicles, is continually testing 
and experimenting in the Gen- 
eral Motors research laborator- 
ies—in an endeavor to improve 
the quality of Chevrolet cars. 





PROVING GROUND 


The General Motors proving 
ground, comprising a tract of 
1245 acres, is located at Mil- 
ford, Michigan. Here, Chevro- 
let cars are under constant test 
—driven day and night, under 
every condition of road and 
load. 
y a ¢ v 


ACKED by the Gen- 

eral Motors Corpora- 
tion, withitsgreat research 
laboratories, its world- 
famed proving ground 
and its matchless engi- 
neering staff—the Chev- 
rolet Motor Company, 
with its marvelously 
equipped 12 great fac- 
tories, enjoys manufactur- 
ing advantages that are 
absolutely unique in the 
low-priced motor car field! 
As a result, Chevrolet 
offers the greatest dollar- 
for-dollar value in the 
history of the automotive 
industry—and Chevrolet 
dealers everywhere are 
enjoying a constantly in- 
creasing volume of sound, 
profitable business. 
CHEVROLET MOTOR COMPANY 


Division of General Motors Corp. 
Detroit, Michigan 


12 GREAT FACTORIES 


Chevrolet cars are manufac- 
tured in 12 great factories, 
located at strategic shipping 
points throughout the country. 
Every factory is equipped with 
the most modern machinery 
known to engineering science 
—performing every manufac- 
turing operation with miaxi- 
mum efficiency. 





VOLUME 
PRODUCTION 


Chevrolet is building cars at the 
rate of 4,500 a day! Because of 
this enormous production, 
Chevrolet is able to purchase 
materials in tremendous quan- 
tities—at the lowest prices 
available. And these savings are 
passed on to the purchasers of 
Chevrolet cars in the form of 
increased quality and value. 














ne Source 


All Wheels 


Every model in the line can have the engineer- 
ing, style, and prestige of wheels by Motor Wheel. 
@Every preference of the designer or buyer can 
be met, through this one source, without compli- 
cated changes on the axles, hubs, or spare mount- 
ing device. (Motor Wheel first made steel wheels 
completely practical. Motor Wheel first made de- 
mountable rims practical on steel wheels. Now the 
same resources and resourcefulness make it pos- 
sible to offer virtually unrestricted wheel option, 
without drawbacks in assembly, delivery or service. 
(Staying ahead of the Industry’s manufacturing 


and sales requirements, Motor Wheel stays tar ahead 


of all other wheel makers, by every reckoning. 


Motor WHEEL CorporaATiION, Lansing, Michigan 


or Wheel 
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